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dealers sell Columbia Batteries. 
And intensive advertising in all 
the important trade magazines is 
helping you sell Columbias to 
the dealers. This is a reproduc- 
tion of the current advertise- 
ment in trade papers. 


on Columbia 
Ignitor at no 
extra cost. 


Cash in on Columbia Advertising 


ARGE advertising space in over sixty 
leading magazines is helping you sell 
Columbia Ignitors and Columbia Hot 
Shots. This advertising reaches millions 
of readers, including practically all who 
buy batteries to-day, or may become bat- 
tery users in the future. 
Take advantage of the strong impres- 
sion that Columbia advertising is making. 
Display Columbia Ignitors and Columbia 


Hot Shots where people entering your 
store will be reminded that they need new 
batteries. Put up Columbia display signs 
showing that yours is the store where 
Columbias are sold. 


And when customers ask for a dry cell 
—sell them Columbias. They’ll be well 
pleased and remember you next time they 
buy, for Columbias are great friend win- 
ners wherever they are used. 


NATIONAL CARBON COMPANY, Inc., New York—San Francisco 
CANADIAN NATIONAL CARBON CO., Limited. Factory and Offices: Toronto, Ontario 


Columbia 
Dry Batteries 


—they last longer 


Columbia 
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66 PENNY saved is a_ penny 

earned” is one of the old ad- 
ages that may be applied to advan- 
tage every minute in the jobbing 
business. Margins of profit are fairly 
well fixed—operating costs, what we 
make them. Every jobber has found 
ways to save money—cut ddéwn oper- 
ating expense. They may be in con- 
nection with any department of the 
business—the manner in which he 
handles his trucking, in the making 
of deliveries, packing and unpacking 
goods, handling goods in the ware- 
house, routing salesmen, and in a 
hundred and one other ways. He has 
learned that he can save $50 a week 
by this “stunt” or $1,000 a year by 
another. These are things that ought 
to be passed along to his brothers in 
the business—yes, even to the broth- 
ers whose territories overlap his own. 
For in this business there is need for 
us to “stand together” in these mat- 
ters. Tue Jopper’s Satesman will 
devote space each month to’ these 
money-saving ideas so that they may 
be read by all and be put into opera- 
tion by those who can use _ them. 
There are several contained in this 
issue. Send us your best. 


* * * 


HE United States Census Bureau 

last year took a census of the tel- 
ephones and telephone business of the 
country to get the figures covering 
the year 1922. There were in use 14,- 
346,701 telephones, which required 
37,265,528 miles of wire in overhead 
and underground circuits. The latter 
figure represents an increase of over 
29 per cent in mileage for the last 
five years. There were over 104,500 
male and 207,600 female employees, 
or a total of over 312,100 actively in 
service. The total income was $684,- 
900,000 on an estimated value of 
$2,205,000 ane in plant and equipment. 
During 1922 the estimated number of 
messages or talks aggregated nearly 
25 billion, or one message per day for 
each two out of three persons (men, 
women and children), in the country. 


Published monthly. Entered as second-class matter October 24, 1922, at the postoffice at Chicago, Illinois, under the Act of Mar. 3, 1879 
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the wife’s nose—and removes the flare from the 
eye of the Treasurer when he looks over your 
expense account. 


BEAVER CORD SETS 

BEAVER FEED-THRU SWITCH 
BEAVER SWITCH PLUG 

BEAVER GRIPALL HEATER PLUG 
BEAVER TRIPLE DUTY SOCKET 


All 5 are Handsomely Cartoned for 


Counter and Window Display 


The retailer who stocks this line stocks modern goods. 
They look modern. They make a store look modern. 


The retailer can put these on the counter, not under the 
counter. With Beavers you can show the retailer where 
he boosts over-the-counter sales. Certainly they speed 
up the sale on household electrical appliances. 


Why? Because when appliances are equipped with the 
Beaver accessories they are more usable—hence, more 


saleable. 


Right now the Beaver Triple Duty Socket is in heavy 
demand following the big pre-Christmas sale of appli- 
ances. The average home today is “all dressed up with 
no place to go” for lack of convenient base-plugs and 
other outlets. The Beaver Triple Duty Socket supplies 
three outlets where only one grew before. Here’s a sales 
idea to pass along to your customer. 


NOTE: Actual colors of cartons shown at the right are as 
follows: 

Cord Set Carton—Colors as shown. 

Feed-thru Carton—Colors as shown. 

Switch Plug—Blue, White and Black Carton. 
Gripall—Blue, White and Black Carton. 

Triple-Duty Socket—Blue, White and Black Carton. 
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The Switch Without a Hitch 


All are Underwriters’ Approved 


BEAVER MA CHINE & TOOL COMPANY, Inc 
625 N. Third Street Newark, N.J 
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NEW YEAR’S GREETING 


cieviO ALL engaged in our industry 

ai of electrical distribution we extend 
the most cordial greetings and best 
wishes for a complete realization of all the 


best that 1924 can offer. 





Grateful acknowledgement is rendered to 
you readers of THE JOBBER’S SALESMAN 
for your loyalty and for the support that 
you have always given. In turn we pledge 
untiring effort to be helpful in the work 
which you are carrying on. 


A year of great promise lies before us. 


May your achievements in this new year 
be great and your enjoyment therein be 
abundant. 






THE JOBBER’S SALESMAN 


Hew Wi fora 


Managing Editer. 
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Plate Sales 0 


Lack of Atvnieliin 
of Wide Utility 


If everybody only knew how conveniently Hot 
Spot fills the forty and one needs for econom- 
ical, efficient heat, every one of the 12,500,000 
wired homes would own two or more. 

Think of it,—25,000,000 Hot Spots—perfect- 
lv reasonable. 








Convenient for 
Travelers 






Hot Spot combines with other utensils to make 
practically anything in the electric appliance 
an electric 


~a percolator, a toaster, or 


it thus becomes 


line,- 
stove for instance: an educator 
for the wider use of electricity. 

Hot Spot paves the way for the sale of spe- 
cialized heating appliances and is an immediate 
profit-maker for the dealer who even partially 
appreciates its sales possibilities. 

Feature Hot Spot in your 1924 work and you 
will hit the high spot in sales. 


The Liberty Gauge & Instrument Co. 


(Elecirical Division) 


6545 Carnegie Ave., Cleveland, Ohio. 


Pacific Coast Office: 426 Byrne Building, Los Angeles, Calif. 








$385 RETAIL 
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LIBERTY USERS BECOME APPLIANCE BOOSTERS 
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The Promise of a Prosperous 
Year 


Jobbers Are Optimistic and Laying Plans for Increased Sales—Business 


Conditions in the Country as a Whole Gratifying— 
‘ A Record Year in Sight 


HAT business is good at the beginning of 1924 no 

one denies. And it takes a dyed-in-the-wool pessi- 

mist to see anything but general prosperity for the 

immediate future. The year starts with everything in its 
favor. 

The total railroad budget for 1924 reaches the tre- 
mendous sum of $3,500,000,000—money that is in hand 
aud is going to be spent this year. 

A most significant statement was made recently by EF. 
W. Lloyd, of the Commonwealth Edison Co., Chicago. 
That one central station company alone is going to spend 


$30,000,000 in 1924 for extensions and improvements. 
a 


As to the farmer; it was not very long ago that Herbert 
Hoover pointed out that his purchases are now at about 
the pre-war level, despite the disparity in prices of farm 
products and other commodities. 

According to excellent authority a new set of conditions 
The 


is having its first opertunity to show what it can do in 


seems to be governing business. Federal Reserve 
stabilizing conditions and there is nothing in the bank- 
ing situation to warrant pessimism. 

A paradoxical effect of foreign conditions on American 
trade is the constant flow of gold to this country—at the 
rate of $30.000,000 a month throughout most of last vear. 
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Whatever may be the status of our commodity balance, 
for some reason or other gold is coming in. ‘his influx 
cannot help but give impetus to-our. trade. 

There are scores of other; indications that, generally 
speaking, “All’s Well.” And it is comforting to think 
that, froma political standpoint, the country seems to 
be pursuing safe and sane policies, with a chief executive 


that gets the business is the man that makes the calls.” 
S. W. Cooper, Jr., of that company, says that they are in- 
creasing their sales organization, and every man is to be 
impressed with that thought. 

To be explicit; three out of eight jobbers expressing 
themselves on this point were preparing to increase the 
number of salesmen. The Commercial Electrical Supply 





who has an unusual under- Co. of St. Louis is adding as 
standing of the necessities of many as six men. The 
business. ; i others were expecting to oper- 
As regards the electrical Jobbers Views on ate with the present force but a 
jobbing industry, the same ° number were inclined to be- 
hopeful feeling is prevalent as Business lieve that later in the season 
to the outlook. Over 30 job- “s increasing business would be 
bers in various parts of the Encouraging Outlook.............. 29 likely to demand additional 
country expressed their views Discouraging Outlook............ 2 salesmen. 
in letters to THe Jopper’s Very Optimistic ld cin eat oo aa Se 5 Extension of Territory 
Satesman. The little table Expect Greater Volume......... 18 It is probable that the next 
which is opposite is a fair in- Expect Less Volome.......’ ...... 4 year will show a tendency to 
dication, it is believed, of Expect About Same................ 10 restrict rather than expand 
how the jobbers feel generally Greater Margin Profit 9 territories, the opinions be- 
as regards general business I Meine: 8 ing three to one in this direc- 
in their field and their ex- nd, > o-eb eeemenn tion. As very tersely ex- 
pectations as to volume of Expect About Same............... 9 pressed by McKew Parr of 
business and margin of profit New York, Brooklyn and New 











that may reasonably be ex- 
pected this year. Calls have been made in other years 
for expressions such as this, but at no time before has a 
feeling of satisfaction been evident which was so nearly 
universal. 
Special Sales Plans for 1924 

Business will be proportionate to the energy and re- 
sourcefulness with which it is sought. A number of the 
jobbers who have expressed themselves on this point ex- 
pect to operate along practically the same lines, which 
have proved successful during the past year. Here and 
there, however, some new activity is being planned. For 
example, in New Orleans, P. Stern, president and general 
manager of the Interstate Electric Co. contemplates ad- 
vertising very extensively and carrying through six defi- 
nite sales campaigns during the year, each of 60 days 
duration. Two additional salesmen will be sent out, one 
of them devoting his whole time to household appliances, 
particularly with the dealer, teaching him how to sell. 
The other man will travel around with the regular sales- 
men as a general “interest awakener” among the dealers. 
Two gatherings will also be held during the year for the 
benefit of the dealers. Before them will be placed ideas as 
to merchandising appliances and the necessity for concen- 
trating upon advertised lines and eliminating duplications. 

In connection with the matter of advertising, one job- 
ber in the West expects 1924 business to be at least of 
equal volume on account of an extensive advertising pro- 
gram which to date has given a splendid return and 
which will be continued without cessation. This year’s 
advertising, together with the fly-wheel effect secured 
through the advertising of last year, is expected to carry 
them through in a very satisfactory manner. 


Increasing the Sales Force 


A sound idea, expressed in a new way lies in the slo- 
gan of the United Electric Co. of Wichita—“The man 


Jersey; “Our expansion in 
this respect was so rapid in 1923 that we will probably be 
inclined to ‘consolidate our gains’ in 1924 before making 
any further advances, as they used to say in the ‘com- 
muniques’ in the war.” 

F. D. Van Winkle, president of the Post-Glover Elec- 
tric Co., Cincinnati, holds this view: Freight costs and 
time in transit place necessary limits on the extent of ter- 
ritory that can be handled, and he has no disposition to go 
farther from home. The tendency will be rather to give 
intensive attention to districts in which they now operate 
and as far as possible strengthen present contacts by ad- 
vertising, increased circular work and more frequent 
calls. 

Credit Policies 

The matter of extending credit, that is undue credit, to 
the contractor-dealer is one of prime importance where 
calls for credit are being made every day upon the jobber 
that his better judgment tells him are unreasonable and 
dangerous. George Baily of the Varney Electrical Sup- 
ply Co., Indianapolis, advances a very good argument or 
answer to unreasonable requests. He holds the view that 
they are doing the contractor-dealer no great favor in 
granting him a too great credit extension and he has no 
hesitancy in explaining his feeling on the subject to the 
contractor-dealer himself. In other words, when long 
credit is looked upon by the jobber as a favor to his cus- 
tomer, then it becomes difficult to refuse that favor, but 
when it is looked upon not as a favor, but perhaps a 
downright detriment, which it often is, the request is 
more easily side-tracked. 

Harry R. Carroll, president of the Carroll Electric 
Co., Washington, D. C., in outling their credit policy for 
1924, expresses the belief that heretofore, the credit pol- 
icy of the supply jobber has been altogether too lenient. 
In the jobber’s eagerness for business, he has accumu- 





HERE’S A SLOGAN FOR THE NEW YEAR. 


LET’S ALL USE IT 
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lated a large number of moral risks, a number of which 
disband from time to time and very much to his surprise 
he finds for the first time that his neighboring supply 
jobber has looked upon and treated these cases in about 
the same way. This condition can be overcome and is be- 
ing overcome by frequent conference of the credit men rep- 
resenting the several supply jobbers. Interchange of ex- 
periences and ideas concerning 
accounts frequently will pre- 


business, or his chances of success are few. We sometimes 
act as a helpful factor in reaching a better condition on 
his part, by forcing his prompt payments. 

In attempting to keep abreast of the tide all of the 
time, it seems to. Mr. Morris that their general policy for 
the coming year will be to be reasonably lenient in the 
granting of credits, but more strict in collecting. 


Relations With the Contrac- 





vent this abuse of an over-ex- 
tension of credit by the several 
supply jobbers. 

While his company has not 
decided upon any particular 
change of moment in the 1924 
credit policy he has thought 
for some time that they would 
attempt to concentrate on a 
number of contractor-dealer 
accounts, where the contractor- 
dealer possessed intelligence 
and thrift and was amenable to 
reasonable suggestions. In 
other words that even from a 


level. 





Are We All Happy? 


‘THs year business is not 

climbing out of a hole but 
is off to a good start on a high 
Apparently there are no 
serious grades or obstacles ahead. 
As a help and a reminder the 
slogan at the bottom of this page 
is offered for your consideration 
in business building. 


tor-Dealer 


With the contractor-dealer 
still the main-stay of the job- 
ber’s business it is interesting 
to find illuminating answers 
from a number of jobbers to 
the question: ‘How are you 
going to help the contractor- 
dealer to become a better busi- 
ness man in 1924?” Mr. Car- 
roll again has a pertinent sug- 
gestion to make which falls 
closely in line with Mr. Rost’s 
experience in Newark, report- 
ed elsewhere in this issue. Mr. 
Carroll believes that it would 








moral risk standpoint they 
could go farther with this type 
of account than heretofore. If anything new is done in 
the 1924 credit policy, it will be along these lines. 

Further, in regard to the credit problem, F. R. Morris 
of the Robertson-Cataract Electric Co., found that during 
the year 1923, while there has been quite a volume of 
work available for small contractors and contractor-deal- 
ers, these men consistently had extreme difficulty in pay- 
ing their bills. Having gone into the situation carefully 
he is convinced that in general they have hot been able to 
make collections as promptly as normal. 

The electrical trade, referring again to the contractor 
and contractor-dealer problem, is not strong from a busi- 
ness management standpoint, and, therefore, through the 
mazes of financing where collections are so slow that 
some other means must be found for the prompt payment 
of purchase accounts, the small contractor is very much at 
sea. He neglects his need for sufficient capital, is very 
loath to borrow and because of his natural weakness in 
not forcing his own collections, he is inclined to attempt to 
spread his ability to purchase on credit among a number 
of jobbers, all of which has a general tendency to work 
against the successful operation of his business and its 
establishment on a sound basis. 

The smaller contractor is the type of man who does all 
his work and attempts to do his collecting and handling 
of his records as to cost and matters of this kind, at night, 
and very soon he neglects nearly everything but his work. 
If the jobber does not press him for collection, the con- 
tractor is not going to go after his own collections in the 
proper way, so that soon there is a condition where this 
contractor can obtain no more credit—being unable to pay 
the jobber’s bill, and seeks credit with other jobbers. All 
of this does not help him to a higher plane, but results 
in his becoming more involved. 

Experience telling us that the electrical contractor or 
contractor-dealer, must be educated to properly finance his 


be the part of wisdom for any 
supply jobber to select in his territory a number of young 
men now engaged in the contracting business and to con- 
centrate upon them. 

It is a well established fact that where one jobber 
can deal with the contractor-dealer outlet and influence 
the character and conduct of his business, that such con- 
trator not only enjoys a liberal line of credit, but at the 
same time has the benefit of the judgement of the jobber- 
executive in the conduct of the contractor-dealer business. 
It is this mutual confidence that we need in order to be 
really helpful to the contractor-dealer and at the same time 
have the contractor-dealer help the supply jobber. 

That the retailer does not have a sufficient margin of 
profit to carry on his business and make more than a 
bare living is an opinion quite generally held and W. R. 
Herstein of the Wesco Supply Co., Memphis, is one who 
adheres to this belief. The best help for the contractor- 
dealer that he can suggest is to urge upon manufacturers 
the desirability of regarding the electrical retailer as 
the proper outlet for electrical merchandise, and, know- 
ing that the electrical retailer cannot maintain the char- 
acter of establishment necessary to attract desirable trade 
without a margin of compensation commensurate with 
the expense necessarily involved, endeavor to assist the 
retailer in securing this compensation. To this end he will 
also urge the contractor-dealer to support his own trade 
organizations and also to be loyal to those jobbers and 
manufacturers who are trying to help him. It is plainly 
a co-operative matter calling for a full measure of recip- 
rocity, and the dealer must be willing to make concessions 
as well as expect them if his friendly jobbers and manu- 
facturers are to render him any really effective assist- 
ance. 

On the other hand, Walter S. Clark, secretary of the 
Jas. Clark, Jr., Electric Co., Louisville, Ky., takes a 
somewhat different view of the diffi- (Turn to Page 94) 





“BUSINESS IN 1924 WILL BE 





AS GOOD AS WE MAKE IT” 
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How and Where the Appliance 
Business Goes 


Birdseye View of the Trend in the Six Most Important Channels, with Some 
Remarks Concerning the Jobber’s Place in the Picture 


N entering upon an analysis of the electrical appli- 
ance retailing situation it should be understood that 
exact figures do not exist as to the quantity of such 
merchandise sold in a year through any one of the six 


erage of $27,714. These sales included electric washing 
machines, vacuum cleaners, ironing machines, dish wash- 
ers, and all other household appliances. 

There are in the country today, by very conservative 


main channels of distribution. But studies have been made 


from time to time through vari- 
ous agencies that lead to what 
may be considered fairly close 
estimates in some of the fields. 
Adding these together a total 
is reached far above what most 
people, even inside of the in 
dustry, would venture  off- 
hand as an estimate of the 
total volume. 

It is the purpose of this 
article to obtain a_birdseye 
view of the appliance business 
as a whole and note those par- 
ticular branches of it in which 
the jobber is now  function- 
ing and to what extent. Out 
of this may be developed some 
information helpful to the job- 
ber in formulating and pursu- 
ing policies relative to the ap- 
pliance business in 1924, 

The subject is an all im- 


portant one. But so fast is 


estimate, 5,000 electrical dealers of this class. 





OW and through whom do 

electrical appliances reach 
the consumer? What classes of 
retailers are involved? From 
whom do these retailers buy? 
What are the possibilities for the 
jobber to increase his sales 
through any of these channels? 
These are questions that are of 
importance to the electrical job- 
ber and an effort is made in this 
article to present a picture of the 
trends in the fields of the ap- 
pliance business. ‘Iwo classes of 
retailers—electrical and hard- 
ware—are of most importance to 
the jobber and the result of a 
special investigation as to their 
buying habits is included. 


Taking 
the above figure of $27,714 as 
a fair average per dealer, the 
total 19238 sales of electrical 
appliances through this chan- 
nel would be, in round num- 
bers, $138,000,000. 


Information was also col- 
lected as to the buying meth- 
ods of these dealers. It was 
found that six of them, whose 
sales averaged $10,583 bought 
their appliances exclusively 
through the electrical jobber. 
One, whose sales amounted to 
$75,000 a year, bought ex- 
clusively from the manufac- 
turer direct. 
average $32,392 bought from 
both manufacturer and jobber. 
As an indicator, this investi- 
gation tends to show that the 
electrical dealer by the time he 
gets out of the $10,000 a year 
class is prone to go to the 


Fourteen whose 





the appliance end of the elec- 





manufacturer direct for a con- 








trical business growing that 
manufacturers and jobbers 

have been engaged in sales rather than the compilation of 
statistics. In connection with an investigation just com- 
pleted by Tue Jossper’s SALESMAN it is also interesting 
le note that one has also been made by its esteemed con- 
tempory, the Electrical World, pursued from a somewhat 
different angle, in its issue of December 8. This article 
is commended as a valuable contribution to the subject 
where so much specific information is needed. 

The six principal retail channels to be considered are: 
electrical contractor-dealers; hardware dealers; centra! 
stations; department and house furnishing stores; mai! 
order houses and manufacturers selling direct. What is 
the volume of their business? Whom do they buy from? 
Where does the electrical jobber stand in relation to their 
trade? 

Electrical Contractor-Dealers 

In the investigation just completed by Tue Jopper’s 
SALESMAN, information was secured from 21 typical con- 
tractor-dealers and strictly electrical dealers located in 
widely separated localities. The 1923 sales reported by 
these companies totaled $582,000 for the year, or an av- 


siderable part of his merchan- 
dise. In fact, of the six who 
pinned their faith to the electrical jobber wholly there 
was only one whose total sales exceeded #10,000 a year 
—his were $35,000. 

It might be further mentioned that of these 21 dealers, 
12 pursued to some degree, house-to-house methods of 
selling. 

Hardware Dealers 

An investigation similar to that among electrical deal- 
ers was also conducted among representative hardware 
dealers covering the same lines of appliances, reports 
being obtained from 26. Their sales in a year totaled 
£150,050, giving an. average of $5,771 per dealer. The 
principal directory of the hardware trade lists 39,000 
dealers, which included both general stores having hard- 
ware departments and strictly hardware stores. After 
deducting the former, which fall in the department store 
class, and making reservations for those hardware stores 
which do not handle electrical appliances aside from flash- 
lights, it may be very conservatively estimated that there 
are 10,000 hardware stores engaged to some degree in 
the sale of electrical appliances. Applying the average 
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above obtained to this number, would indicate a hardware- 
store business in 1923 approximating $57,000,000. 

It is interesting to observe that in connection with their 
buying only two of these hardware dealers bought ex- 
clusively from jobbers, four bought exclusively from 
manufacturers and the remainder split up their business 
between manuacturer and jobber. 

Of those buying in some measure from jobbers, the 
kind of jobber was mentioned in a number of cases— 
hardware jobber being mentioned 14 times, the electrical 
jobber 11 times and the general merchandise jobber 


ness, say 4,000, would bring the figure beyond reason. By 
the per inhabitant method, however, it is quite reasonable 
to suppose that the average central station in the small 
or medium-sized community would do a job of merchan- 
dising which would bring its per inhabitant sales to ap- 
proximately what they would be in the large communities, 
and this method of estimating would be fairly accurate. 

As a cross check, it has been found that in 1923 there 
were approximately 9,000,000 wired homes. And it has 
been further estimated, as pointed out by Mr. Gilchrist, 
that in the most aggressive central station communities 














twice. It was also stated by all but three of the 26 that they were only edging in at the rate of $10 per year per 
the electrical jobbers’ customer. That would 
salesmen were calling > > indicate $90,000,000 a 
upon them regularly and ies dware - year. But it is conceded 








Contfactor- Degler 
’ zi iP - 


soliciting their business. 




















rane 


that the average sales by 





















Of the 26 hardware ik central stations will not 
dealers only eight did ah reach nearly that figure 
any house-to-house sell- so that the $45,000,000 
ing. figure is probably much 

Central Stations closer. 

In arriving at the elec- Mail Order Houses 
trical appliance business From reliable sources 
done by the central sta- i $300,000,000 covering at least 80 per 
tions companies in a year, of electrical appliance sales were di- cent of the mail order 
probably the fairest way rected through these six channels in 1923. house business—that is, 


is to apply the sales per 
inhabitant in communi- 
ties reached by 
service lines, in typical 
total 
number of inhabitants in 
reached by 
such lines. This was in- 
dicated by John F. Gil- 
christ in his address be- 
fore the Association of 


electric 


at the top. 


instances, to the 


the country 


The electrical jobber is a considerable 
factor in the three only that are indicated 
The contractor-dealer con- 
tinues to function as the principal retailer 
of appliances and presents the greatest 
possibility to the jobber for 1924 business. 
The hardware dealer also represents an 
outlet worthy of more intensive cultiva- 
tion by the electrical jobber. the 


mail order houses selling 
direct to the consumer 
it has been ascertained 
that their electrical appli- 
ance sales do not greatly 
exceed $1,000,000 a year. 
This is not sufficiently 





large to have much effect 
one way or the other, but 
subject of the mail 


order house and its posi- 





Electragists, Interna- 





tional in Washington. 


According to the re- 
port on wiring made by 
the Joint Committee for 
Business Development jn 
1922, 61.8 per cent of 
the inhabitants of the 




















within 





tion as regards electrical 
often 
fig- 


appliance sales is 


raised, so the above 


ure is of general inter- 
est. 

Department Stores and 
Manufacturers Direct 


figures 








No complete 


are available on the de- 








country were 
reach of electric service 


wires. Applying this percentage to the present popu- 
lation (120,000,000) about 74,000,000 were no doubt 


within reach of such service in 1923. 

Mr. Gilchrist had before him the appliance sales fig- 
ures for 11 typical companies. He brought the figures 
on 10 of these down to sales per inhabitant per year in 
the territories and the 58.8 cents. If this 
index figure, then, be applied to the total of 74,000,000 
service the 


amount was 
inhabitants within reach of central station 
sum total of central station appliance sales in 1923 would 
be indicated at approximtaely $45,000,000. 

This seems to be a method that will give a closer ap- 
proximation than almost any other. The 11 
referred to did a total business of $1,892,935 in a year, 
or an average of over $181,000—evidently stations of 
To apply this average to the esti- 


companies 


very considerable size. 
mated number of central stations doing an appliance busi- 


partment store business, 


although the sales are considerable. Similarly no sta- 


tistics are available on the amount of business done by 


through 
house-to-house selling or by The 
last two methods naturally apply particularly to the major 


manufacturer direct with the consumer by mail, 


factory branch stores. 
appliances such as vacuum cleaners and washing ma- 
chines. 

If a figure of $50,000,000 a year be 


two groups it would be within the bounds of conservatism, 


set down for these 
or in other words, approximately the amount of the cen- 
tral station appliance business. 
The Electrical Jobber in the Picture 
Much has been said for and against the electrical supply 
Re- 


fune- 


jobber in connection with the appliance business. 


gardless of how well or how indifferently he may 


tion individually, it is true that he is made to compete with 
(Turn to Page 82) 


other agencies, particularly with 
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Where the Jobber Stands on 
Appliance Sales 


Business in 1923 as Compared with 1922—Investigation 
Shows Slight Growth 


ply jobbers, located in all parts of the country are 

of the opinion that electrical appliance sales are be- 
coming an increasingly important factor in their business. 
The other four were 


Ts inset out of 37 typical electrical sup- 


with the rest. These jobbers may do a business of fairly 
large proportions in the lines of general supplies, the 
small appliance sales representing probably no more than 
an accommodation service to some of their customers or 

employes. There are 














of the contrary opin- six at least in this 
ion. This, together APPLIANCE SALES FOR 1928 AMONG 37 JOBBERS class, or 16 per cent 
with actual figures on Washing Vacuum Ironing Dish Other House- who make no serious 

1928 sales of the vari- Machines Cleaners Machines Washers hold Appl. attempt to sell ap- 
ous lines of appli- se adipin ote — lien . = pliances at all 

as gathered a Oe 25000 | | Washing machi 
ances, was gathere ’ ; ’ ashing machines 
from a recent investi- 1,500 800 0 0 8,500 naturally hold first 
. . 15,000 25,000 2,500 0 75,000 
gation carried on by 700 300 0 0 100 place among the ma- 
Tue Josser’s SALEs- 7,000 2,000 500 0 91,000 jor appliances as to 
MAN. “— aca ae — eee volume of sales, with 

Actual 1923 sales 50,000 5,000 0 0 12,000 a —_— Pi 
made by these 37 job- 0 0 0 0 6,000 so far behind. on- 
bers (last two months = sg : pyar sidering the sale price 
estimated) have been |- 0 1,000 0 0 11,000 of the vacuum cleaner 
secured and _ tabu- ‘ ms 0 : 0 125,000 as compared with that 

| 0 0 0 ° # 
lated, grouped as fol- 1,500 100 0 0 80,000 a the — ma 
lows: washing ma- 6,000 3,000 1,800 0 0 chine it might be said 
chines; vacuum clean- i a ~ 0 td that a rather better 

yen eat 10, 1 0 , : . 

ers; ironing machines; 1,500 3,000 0 0 0 job had been done in 
dish washers; all 35,000 18,700 7,500 0 0 1923 on the latter ap- 
other household ap- 12,000 8,000 8,000 0 30,000 pliance. 

li . By striki 16,800 6,900 2,100 0 7,100 Th ° indi 
piliances. y es ing 30,000 15,000 0 0 65,000 . a 1S - pra 
an average and ap- 0 7,500 0 0 38,000 ion of growing busi- 
plying this average to en peel py sac ; ness in electric iron- 
the total number of 111,000 285,000 99°00 0 0 ers, but the dish 
electrical jobbers of 0 10,000 0 1,000 35,000 washer as yet seems 

: 150,000 0 700 0 35,000 t ‘ a 
record in the country 2700 1,500 ae < ee oy) be of no consider 
a very close estimate 0 0 0 0 15,000 able importance. 
can be made of the to- 74,000 35,000 0 0 166,000 Many will remem- 
tal appliance sales for 6 e 0 ° $8,000 ber the article pub- 

0 11,000 0 0 9,000 ; : 

1923 passing through 50,000 65,000 5,000 200 "0 lished in the August 
electrical jobbing $1,264,000 $786,900 $121,900 $26,500 $1,205,700 issue of this magazine 
channels. Av. $34,162 Av. $21,267 Av. $8,294 Av. $716 AV. $82,586 under the title of 

The figures arrived “The Jobber’s Place 
at should be more in the Sun.” The sta- 


than ordinarily accurate in the case of this investigation 
since the 87 jobbers represent more than 514 per cent of 
the total. Government and insurance statisticians agree 
that where averages based upon three per cent returns 
from any community, industry or trade are used against 
the total the result is as near to perfect as can be ob- 
tained by any known method aside from an actual count 
of every individual. 

In the table herewith the actual figures received from 
the 87 jobbers are tabulated and will bear considerable 
study and analysis. For instance, in a number of cases 
the total appliance business reported by a jobber is so 
small as to be almost negligible. For the sake of accuracy 
in drawing averages, however, these must be tabulated 


tistics compiled in that issue represented an analysis of 
the whole jobbing field and were based on the jobbers’ 
purchases in 1922 rather than sales as in this case. Some 
interesting comparisons can be drawn, however, from 
the two sets of figures relative to the business in appli- 
ances in 1923 as compared to 1922, if a fair percentage 
is added to 1922 purchases to represent sales volume-—— 
say 20 per cent. 

In 1922 the sales of electric washing machines, by job- 
bers on this basis approximated $14,000,000. In 1923 
they approximated $22,200,000. , 

Vacuum cleaners sales in 1922 were $7,800,000 as 
against $13,860,000 in 1923. 


Ironing machines in 1922 were (Turn to Page 90) 
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How a Group of 35 Contractors 
Were Taught Good Business 


The Contractor-Dealer Today Like the Cylinder That Is Missing Fire — Defi- 
nite Suggestions on How to Remedy the Trouble 


By O. FRED ROST 


President, Newark Electrical Supply Co. 


OU ARE all familiar with the fact that not so very 

' long ago there was inaugurated a movement to elec- 

trify America. Electrify! It is indeed a big job, 

a large order, to electrify so large a continent as America, 

and in an industry such as ours, composed of four sep- 

arate branches, it requires the closest and utmost co- 

operation of those four branches, if that job of electrify- 
ing is to be accomplished. 


The third area represents 34 per cent of contractor- 
dealers who are considered a fair credit risk, but who 
in the case of most jobbers would call for additional in- 
vestigation before credit would be extended. 

Next are those who are listed as of limited credit. 
They represent 13 per cent. 

The next area is 15 per cent and represents those who 
are listed in the mercantile 
agencies’ books, but not rated. 





Without going into details as 
to the several branches which 
are concerned in the electrify- 
ing process, I want to speak 
of that branch which I con- 
sider is the weakest link in the 
process, and in the chain, 
which must be strong all the 
way through if the process is 
to be carried out. I refer to 
the electrical contractor-dealer 
as the weak link. 

Where any business enter- 
prise is naturally founded upon 
a capital investment, and con- 
sequently financial capacity or 
financial standing can be taken 
as a basis for measuring the 
“ability to perform” of any 
business, I felt that I would 
best be able to bring home to 


Association. 


study. 





“PUTTING the ‘If’ in Elec- 

trify,” was ‘the subject of 
a very instructive address by Mr. 
Rost at the Buffalo meeting of 
the Electrical Supply Jobbers 
This article is an 
abstract of the address, bearing 
particularly on points relating 
to the present status of the con- 
tractor-dealer and how a success- 
ful plan was worked out by the 
Newark Electrical Supply Co. 
for his improvement. 
of education outlined is possible 
of application outside of New 
Jersey and merits very careful 


The last area which 
notice is quite large, repre- 
sents members of the Associa- 
tion of Electragists who are 
neither listed nor rated. 


you 


I believe when you look at 
this chart and see that out of 
the entire 100 per cent only 
714% per cent have high credit 
and 12 per cent have good 
credit, in other words, 1914 
per cent or less than one-fifth 
of the total warrant credit ex- 
tension, without any difficulty 
and without any question, and 
when you realize that there are 
80 per cent who are doubtful, 
limited or bad, you will feel 
that I am warranted in stat- 
ing that there is a big “If” 
in electrify. 


The plan 








you the point that the elec- 
trical contractor is the weak- 
est link if I were to show you some statistics on his 
present financial standing. 

I was anxious to put the figures in the best possible 
light, and for that purpose selected the entire list of 
members of the National Association of Electragists, 
which I felt would give a fair picture, and perhaps a 
better picture than the average of what the contractor 
amounts to today. 

I have here a map of the United States. The small 
area (solid black) represents that small percentage of 
contractor-dealers in the entire nation who have a high 
credit rating, to whom your credit man would, without 
further question, extend credit. That percentage is 
71% per cent of the total. 

The next area (to the left) represents those of good 
credit standing, and they no doubt would pass the credit 
department of the average jobber. They represent 12 
per cent. 


Now it is natural that there 
may be some question on the part of many as to whether 
or not the financial condition of the contractor affects to 
any extent his ability to perform or the welfare of the 
other branches of the industry. To bring home to you 
the point that the industry cannot get along without the 
contractor, and on the other hand, but perhaps uncon- 
sciously, is carrying the load of the contractor’s position 
and financial condition, I would like to have you think 
of the electrical industry in the form of a four-cylinder 
engine. There are four branches in the industry, four 
cylinders to an engine. Each cylinder represents one of 
the branches. I believe I am justified in stating that 
with present conditions the contractor-dealer’s cylinder 
is missing fire. If you ever rode in a Ford car when it 
was hitting on three cylinders, you know how much buck- 
ing and banging there is, and how irregular and uncertain 
the progress is. You also know what it means to all of 
a sudden clean off the spark plug or put in a new one 
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and then have that engine run along smoothly. 

The electrical industry today is hitting on three 
cylinders. 

I have, through experience and tests, found that the 
only way that the fourth cylinder can be made to hit 
properly is by a process of education. 

The press can print pages and pages of educational 
matter, but if the dealer does not read it, if the man who 
is to be reached by those 
articles does not take time 
RATED 


BUT 
LISTED 
5 °/c 


LIMITED 


CREDIT 
13% 


enough to read and study 
wasted. 


Ajor 
ATED 
1872%o 





them, they 


And experience has proven 


are 


that the contractor-dealer, 
as a group, does not read 
is written 


much of what 


and printed for his bene- 
fit. 

If, then, there must be 
a process of education, and 





I believe we all are agreed 
on that, and if we cannot 
make them read, then the 
other thing to do is to edu- 
cate by word of mouth. It 
is in that method of educa- 
tion, word of mouth, where 
I have found what I be- 
lieve to be the remedy by 






which we can hope to over- 


come some of the condi- 
tions that are reflected in 
those charts. 


To give you a perfect 
of 


they were when we came 


picture conditions as 
to this gonclusion, I would 
like to look at 
the of the 
state of New Jersey. It 

the same 
way as the other one the 


have you 


. 


outline map 


represents in 







Relative Credit Ratings of Contractor-dealer Groups 
in the United States 


— ~My -- HIGH — -254%/,-4 
—"4%- GOOD — 54k 


Then we proceeded to pick in various localities, which 
we felt would be good retail centers, a contractor, who, 
because of his moral caliber or his ability or education, 
seemed to warrant the effort of educating him to become 
«a merchant. 

We proceeded to tell him that if he would undertake 
the conducting of a store we would help him to fit it out 
and supply him with the necessary merchandise to stock 
that store upon a consign- 
ment basis. We had at one 
time 35 of those dealers. 
To take care of them we 
selected a man who not 


GOOD HIGH 


FAIR 
12 °%o 7 elo 


34% 





only knew the workings of 
our organizations and knew 
the line, but, who, by per- 
sonal education and by his 
ability to grasp things 
quickly, and particularly 
because of his ability to 
follow instructions, seemed 
to be qualified to tackle 
that job. He was told that 
. he would not be expected to 
take orders, but that the 
measure of his success or 
failure would be the kind 
of establishments that 
would grow out of these 
small beginnings, out of 
these contractors whom we 
were trying to make mer- 
chants and good _ elec- 
tragists. 

This operation, started 
late in 1917, was _ inter- 
rupted of 
country’s participation in 


because our 
the war, but was again re- 
sumed in 1919, and was 
carried on until 1921. Dur- 
ing that time this one man 














condition of contractors’ 50% LISTED 48% I am speaking of had 
finances in the state of nothing to do but keep in 
New Jersey in late 1917, contact with the dealers 
you might almost say 1918. ; , that I had on the list, show 
Of a total of 538 con- rer Saenany Condit Ratinge tetonn wait Ley ae See them how to trim their 
tractors in New Jersey stores, how to trim their 


during that year, three had the highest credit rating, as 
shown by the tiny spot at the top of that map. Twenty- 
one had good credit rating; 112 fair; 92 limited; 37 not 
rated; 273 or practically half of them not listed. 

In 1917, in the state of New Jersey, there was really 
not a single electrical retail store excepting some 20 odd 
large stores operated by central stations, and with the 
general central station tactics in practice. 

We are a small concern, and at that time were travel- 
ing a much larger territory than I felt warranted. <A 
further study brought me-to the conclusion that we could 
cut our territory down to 20 per cent of what we were 
trying to cover then. We decided to confine all of our 
operations to what we call northern New Jersey territory 
No salesman, after this decision was reached, nor today, 
goes south of that line. 


windows, show them how to keep books, show them how 
to estimate, show them how to figure a contract; in other 
words, show how to do all the things you and I know 
should be done if an electrical contractor-dealer is to be 
successful, 

I have already mentioned that we discontinued the poli- 
cy of consignment in 1921. You will be interested in know- 
ing why. By 1921 the majority of those whom we had 
started in business had progressed to a point where they 
could afford to buy the merchandise that they needed for 
Statistics just taken show that out of that 
35 about one-quarter, eight, to be exact, are out of busi- 


their stores. 
ness today. I could go on and give you the reasons, but 
they were not reasons that would reflect on the sound- 
ness of the scheme. The larger part of them enjoy the 


high credit rating in mercantile (Turn to Page 79) 
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Glenn W. Smiley, Sales Manager Com- 
mercial Electric Supply Co., Detroit, Who 
Gives Views on Six Major Problems. 





Eternal Problems 


Sales Manager 


Answers to Six Questions Relative to 


- the Operation of a Sales Department 
Given from Month to Month by Lead- 


of the 


ing Sales Managers 








Basis of Compensation 


HREE salesmen are 
followed: 
(1) Definite salary with opportunities to make 
additional money—(a) special commissions or bonuses, 
(b) bonuses for lamp contracts (c) rewards for new 


business, (d) contests of various kinds, particularly in 


methods of compensating 


co-operation with manufacturers in prize contests. In 
the case of (c), the rewards or bonuses paid in con- 
nection with new business usually covers the business 
secured from the new customer in the period of the first 
12 months. 


(2) Straight commission with minimum drawing ac- 
count. In this case the salesman pays all of his expenses. 


He must also make good on his drawing account within 
a reasonable time. This method is usually applicable 
to specialty salesmen, only. 

(3) 
these are general salesmen who have worked up with the 
house. Men on the other hand who come to the company 
from the outside and have been in other lines of sales 


the No. 2 


Straight salary with expense account. As usual 


work than electrical jobbing, are given 


proposition. 


Methods of ““Working”’ the Salesmen 
By this is meant division of the men’s territories or 
classes of products and assignment of work generally. 
Four divisions are made, all with consideration of the 
class of trade sought. 


(1) 


a great industrial center, made up however, of exceed- 


Industrials are handled by two men. Detroit is 


ingly large plants especially in the automobile field. Each 
of the two salesmen is given so many names. These con- 
his customers. He is the contact between 


He looks after them religiously and 


cerns are 
them and his house. 
there business is all credited to him. 

(2) 


territories, geographically. 


Six general salesmen, they are given specific 


(3) Specialists in lightling fixtures and Radio—one 
each, 

(4) One vacuum cleaner and washing machine 
specialist. 


This division of work has proved to be a most happy 
combination, the six general salesmen sell all of the 
lines and there is some overlapping into the departments 
of the specialists and the industrial men—but this is 
always on a co-operative basis fully understood by all. 
In general, each man has his specific work cut out for 
him and is more or less chief of his own particular realm 
and no internal jealousies arise. 


Co-operation with Credit Department 


In general the men are sold on the idea that their 


job is not complete until the goods are paid for. When 
new accounts are brought in there snould come also 
specific information for the credit department. This 


information is asked for under seven heads: 
(1) 
(2) 


is, let the customer express his own views as to the 


Bank reference 


Ask the customer about his paying habits—that 


manner in which he ordinarily meets his bills. 
(3) 
open 
(4) 


own home, the store in which he operates, real estate, 


Name some other houses with which he carries 
accounts. 
owns his 


Financial responsibility—-whether he 


etc., so that these matters may be checked up. 
(5) 
his maximum open account run to? 
(6) Ask him whether or not, on specific, large items, 
he would sign trade 
guarantor (this applies more particularly to contractors 


What would, in the ordinary course of events, 


acceptances or would secure a 
who might secure large jobs). 

(7) 
prospect from the physical things evident around his 
place of business. 

With this sort of preliminary information the credit 


manager is in a position to pass judgement and to co- 


The salesmen’s own personal “sizing up” of the 
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operate more fully with the salesmen. Some _ find 
it difficult to ask a man these personal questions about his 
affairs, but after all the man who has good credit has 
no hesitancy in answering them and the salesman need 
have no bashfulness about asking. 

In addition to the above, this 
make good collectors out of each one of its salesmen. 

They are already collecting from 50 to 75 per cent of 
Each salesman is given a 
They are 


company is seeking to 


slow or backward accounts. 
package of delinquent slips, stapled together. 
in mimeograph form, easily made up, and contain the 
name and address of the account, amount due and the 
time owing. They take these slips with them and when 
collection is made the slip is torn from the bunch and 
returned with the remittance. 


Salesmen’s Reports 

Each salesman is given a Multigraph form with a 
place to enter the names of a number of customers on 
each sheet, together with a very brief memorandmum of 
the call. 

A girl keeps track of all such reports handed in and 
at the end of each month compiles a return report to the 
salesman which embodies: (a) number of calls; (b) num- 
ber of sales; (c) number of days that no reports were 
handed in; (d) total amount of sales, both personal and 
those credited to his territory; (e) credits issued on re- 
turned goods. | 


Automobile Operation 


Two plans are followed, but the one most acceptable 
to the company and which the men seem to like better, 
is for the man to own his own car. In that case he is 
given a daily, weekly or monthly allowance for the use 


of the car—also gas ‘‘mileage books” understood to be 
used principally in company business. © The allowance 
is regular. All up-keep and mainteance is to come out 
of it. If the salesman can save anything out of it, it is 
his. If large repairs run over the allowance he is out 
of luck. 

It might be said in this connection that company will 
help finance a man in buying a car, he paying the money 
back in monthly installments out of his pay. 

The other method sometimes employed is for the com- 
pany to own the car and pay all expenses in connection 
with its operation, it being assigned, however, to one 
particular man. 

The cost to the company in either case is about the 
same but the men seem to perfer to own thir own cars 
and they will take better care of them and make many 
minor repairs themselves to keep within their allowance. 


Sales Meeting Conferences and Schools 


This company believes in but one activity of this sort 
—the weekly sales meeting. This is held at the close of 
business every Monday Night. Generally it is presided 
over by the sales manager. At least twice a month some 
outside man is invited to talk—usually a manufacturer's 
representative. 

These meetings are informal. Many kinds of subjects 
are discussed. It may be loyalty, honesty, optimism, or 
some new device or product is set up and dissected, or 
Mr. Woolrich the president may talk along some line 
of interest to them all. The managers of the fixture 
and radio departments also conduct a portion of the 
meeting for they have a contact with practically all of 
the salesmen. 





1. It is very important that the job- 
ber’s salesman know thoroughly his house, 
its policies, methods, prices and particularly 
the stock carried. Thus he can avoid broken 
promises and cancellations of orders taken 
on the strength of his statement that cer- 
tain goods are in stock. If the contractor 
cancels, the salesman who promised loses 
the order and some good-will, not to men- 
tion the selling expense which is charged 
against him. | 

2. The jobber’s salesman should con- 
centrate on the special and new things com- 
ing out in the way of devices and appliances. 
The contractor already knows the ordinary 
lines, but hasn’t time to read up on new 
stuff. Therefore, he depends on the sales- 
man to show him these things and their ad- 
vantages for sale or use. The contractor 





Information I Want from My Jobber’s Salesman 
By J. G. CASON 


Electrical Contractor-dealer 





would be carrying many more items if he 
only knew of their existence and value. 

3. When taking an order the salesman 
should go the limit in getting all the details 
necessary to show exactly what is wanted. 
Seemingly minor points, when overlooked, 
will cause needless correspondence and de- 
lay expensive to the contractor. Thus the 
salesman must know the required questions 
to ask on different articles. 

4. The contractor looks to the salesman 
for constructive sales methods to be used 
with the lines purchased. When the manu- 
facturer’s man comes around, perhaps once 
a year, the contractor should never have to 
admit that he is viewing new devices, bulle- 
tins, catalogs, sales stunts, etc., for the first 
time. The general requirement is to keep 
the dealer posted all the time, giving him 
fresh and accurate information. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 21 Key Products 
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MARKET PRICES MARKET PRICES MARKET PRICES 
Nov. 15 to General Nov. 15 to General Nov. 15 to General 
COMMODITY Dec. 15 Trend Dec. 15 Trend Dec. 15 Trend 
Silas HI z S Sle s 4 z S Ble s H z 
SlelaelHRl/alsSisie Ln alSHo|s Hlals 
Transformers, insulators, distribution equipment 8118} 9] 0};28] 21}18)17] 6] OO} 29 7 0| 4 3] 0 6 1 
Poles and pole-line hardware ..............+++- 10}10} 7} 1);22) 4]/ 9) 24} 8} 0; 33] Sfi @] 4] 1] OF} 5] @ 
Switchboards and accessories ..............-065 5};12| 9] 0|] 2] 0 4/14/14 1;20; 2 3} 2] Oj} O| 5] O 
Motors and control apparatus ................. Giri 6.1197) -e@ 4/18/14] 1] 28] 2 2; 3]; 1] Of} 6] O 
EE EI 6 0 orig 5 sss c'bw ss dclneee pnt cae 21;10| & 1/33 | 2{/ 22115] S| O| 39 1 8 1 212] 7] @ 
Pt YT ee T errr rere etry ee. Ft f 1 | 34 1 |} 26/14] OO}; Oj; 388] 2 SF £5: 6) Ol t::3 
CN WI IIS sai a6 ok wh ce kvcks ees elgea 26; 8; 2 2 | 34 0 |} 28) 10 2; 0}; 39 1 8 3 0; 0; 8 8 
ae ere 27 7 2|23|}13| 0} 26) 14 0} 2)138)| 8 9 2 0 6 2 $ 
Wee EAS Ra atnice nies ceheces eo sabeaeuad 14 | 12] i0 | 20} 14 2} 19 | 16 3 | 20 | 17 1 5 3 1 5 8 1 
|B eh, PUREE SG Ce ee Tee PEE CT 32 3 1 0 | 35 1 |} 89 1 0 0 | 40 0 || 10 1 0; Oj} 11 0 
PRCT URI 0. ooo ierec:e cca ineis 6s ccntepes 13 | 16 7 1 | 35 0} 12] 2&4 3 2 | 37 0 5 + 2 0; 11 0 
Commercial lighting units..................... 15/11] &] O;] 81} O}] 12 | 22] 4] 1] 86); 1 Si vt @t @1 87s 
Residential lighting units.....................- Sill} &{ 2/21! 1H 14}14] 8S] 0; SO] 1 4} 4] 0] O|; 7] 1 
Street lighting equipment...................... 6; 9/10; 1; 22] @ 6; 7115] 0; 24] 2 1 Ii St @t SF 3 
oes ie Eee 
Heating appliances .,.....ccscecccececccces 27} 6| 8] 0/385] 1]/31} 8] 1] 0/39] 1] 11] O} Of] Of} 11] O 
Motor-driven appliances .,.... ...+.. cannes 12/10] 6] 0] 26] 2/} 12/15] 6] 0} 82; 1] 7] 1] O} OF} 8] O 
|” Se en erie bi trator) ewer irre 1 0 | 2 0 | 22 4 0 1 | 20 0 | 20 1 0 0 0 7 1 
ee ne ie OF eee eT oe 20 3 oO; 1 141 1 jj 29 + 0 0 | 27 Rew 6 1 0 0 5 2 
Flashlights and batteries...............++2.++- 27; 5] 83] 0; 85] Off 27};10}] 1] 0 | $8 0 | & La 0}; O; 11] O 
Telephone equipment............-...0eeee sees $} 8/15] 0; 26] 0O 1} 6/15} 0; 21; 1 Bd BS | 0 Ba 0 
ES eee, seer Ty i 8 ti 0] 1 1 7; 6] 8{ 1}20] O $i 2] 11 O|] & 1 





*Bastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States inebude all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 


homa and Texas; Central States all between. 
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Government as a Business 


By DR. FRANK CRANE 


‘y E ARE living in the most remarkable 

W age of the world. But one of the re- 

markable features of it is the rise of the 
Business Man. | 

In its way this is more significant than 
skyscrapers, typewriters, 4 
steamboats and_ electric 
fans. The Business Man, 
as a public factor, was ab- 
solutely unknown one 
hundred years ago. 

It means that business 
men of the world have 
come to adulthood, to self 
respect and to a sense of 
public service. A century 
ago trade was considered 
degrading. Every busi- 
ness man was low caste, 
belonging to the same or- 
der as the peddler with his 
pack. He was supposed 
to have no sense of honor 
and to live merely to 
make money. <And as he 
was presumed to be 
crooked he usually was 
crooked. Men generally 
live up or down to public 
opinion. 

Some months ago a 
resolution was proposed 
in the United States Senate that America ap- 
point a committee of business men, and request 
other nations to appoint similar committees, to 
settle the disturbed conditions of Europe. 


oe eee amen een 


Of course the resolution did not pass. There 
was nobody to pass it but politicians, and if they 
had voted for it they would have voted them- 
selves out of a job. 

Almost any of us could pick out 20 business 
men at random from America, Europe and the 
Orient who could settle the disgraceful muddle 
of Europe easily in six months and go home. 


Politicians can never settle it because they never 


want to go home. The business man lives on 
peace, the politician lives on trouble. 





Copyright 1923 by Dr. Frank Crane. 


A democracy is the government of a country 
for benefit of the people in it; monarchies 
and all autocracies are government for the bene- 
fit of the people on it. 

All this emperor stuff, all kings and lords and 
magnificent ones and flag 
waving and patriotism, is 
about nine-tenths bunk. 
A country should be run 
as a factory or a shop is 
run, to enable the people 
in it to be as healthy, as 
intelligent and as pros- 
perous as possible. 

The difference between 
the politician and_ the 
business man is that the 
politician is looking for a 
job, the business man is 
seeking how to serve. 

You may rest assured 
that when business men 
come to govern the world, 
which will be before long, 
they will get rid of the 
two forms of parasites 
that are now consuming 
the world’s surplus, suck- 
ing the world’s blood. 
These two are the soldier 
and the politician. 

One of the most insane 
things every nation is doing is supporting thou- 
sands of soldiers whose business it is to loaf and 
to kill. When we get the League of Nations, 
which we certainly shall get in time, we will re- 
move this horrible burden of armies and navies. 

Humanity has tried government by the 
Soldier, government by the Priest, and govérn- 
ment by the Monarch. In the pitiable condition 
of Europe you can see the mess the Soldiers 
have made of it. In the extinction of Egypt and 
the collapse of medieval Europe you can see the 
failure of Priestcraft. In the degraded con- 
dition of China you can see the wreck of the 
Monarchial idea. 

We are turning to the Business Man for the 
simple reason that there is no one else to turn to. 
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Pictorial Review of Electrical Developments 


: oe H. I. Klehm, district agent for the Washington 
; ‘ Water Power Co., Ephrata, Wash., sends this view 
of an electrical barbacue held in that city. It was 
an advertising idea to show the superiority of elec- 
trically cooked meat. Over a ton of meat was 
cooked, representing the dressed weight of four 
steers. The oven was 32 ft. long, 4 ft. wide and 
, f 6 ft. deep. Twelve heating elements, each of three 
ss ais eis Be Grit coe ; kilowatts capacity, were suspended in the pit. 
a About 180 ft. of No. 14 iron wire was used to make 
‘wat BR vx : : each element, and the latter were set about 12 in. 
, above the bottom of the pit. To spread the heat 
over the entire pit, deflectors of sheet iron were 
installed about 12 in. above the heating elements. 
Constant temperature was maintained by a ther- 
mostat. 

About 5,000 people partook of the “electric beef.” 
Coffee served to the visitors was also prepared by 
electricity in a large caldron and kept hot in a 

range boiler equipped with a 750-watt heater. 


Below is a motor driven movie camera, the 
newest for the serial photographer. ‘Turn on the 
motor and it makes the pictures. Turn the switch 
off and it stops. This latest contrivance is for 
the motion picture men who do a great deal of 
flying. It helps make the pictures more clear, as 
the hand grinding in mid-air, with so much vibra- 
tion, makes aeroplane’ photography difficult. 
Photo shows daredevil Frank Morris with his 
movie motor camera.—Kadel & Herbert. 


ff Puoroby 
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The value of electric light for accelerating the growth of 
plants was conclusively proved in a six-week’s test recently com- 
pleted by the Westinghouse Lamp Coe., in co-operation with 
Peter Henderson & Co., seedsmen, at the Henderson proving 
grounds at Baldwin, L. I. Many of the specimens exposed to 
electric light grew to approximately twice the size of similar 
plants receiving daylight only and were considered by experts 
to be from 14 to 27 days in advance of normal growth. Similar 
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Above is shown the Long Island installation, together with 
examples of plants grown by daylight only and by both day- 













results were also obtained in preliminary tests conducted by the 
company at Columbia University under the direction of Pro- 
fessor Hugh Findlay of the Department of Agriculture of the 
University. 

That there is a certain analogy between the radiant energy 
of sunlight and that of an incandescent electric light was defi- 
nitely established by the fact that the chlorophyll was more 
active in those plants which received the additional light. ‘The 
foliage presented a richer, greener, more 
turgid, and vigorous appearance than that 
of the plants that were denied the advant- 
age of additional light. Also in the case 
of the vine crops, cucumbers, and musk- 
melon, the stems of the plants were 
heavier and stockier than those of the 
plants grown without the electric light. 
In this experiment the fact was established 
that all plants presenting a large leaf sur- 
face are greatly stimulated by the supple- 
mentary use of electric light, as in the case 
of the leaf crops, such as lettuce and 
endive. 


ns 


te 
a 


light and artificial light, the former being shown at the right 
and the latter at the left in each one of the four examples. 


Work on the building construction at 
Muscle Shoals, Ala., is progressing rap- 
idly, and when completed Muscle Shoals 
will be the largest power center in the 
world. The picture at the left shows some 
of the giant concrete cones on which will 
turn the 20 turbines developing from 30,- 
000 to 36,000 horsepower each of electrical 
energy. —"“P. & A.” 
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This is a 42-ft. are, said to be the longest controlled are ever made in a 
laboratory or elsewhere. One million volts were necessary to flash this are 
at the high-voltage laboratory of the Westinghouse Electric & Mfg. Co., at 
Trafford City, Pa. Flashing, zig zag ares and high potential surges were 
included in the demonstrations, witnessed by the American Institute of 
Electrical Engineers and some visiting foreign engineers. 


The much talked of idea of receiving radio con- 
certs, ete., through the regular electric light lines is 
being developed. Photo shows a group listening to 
a “wired wireless” concert. Note how small the re- 
ceiver is, only one control being used. This receiver 
uses one stage of radio frequency, crystal detector, 
and two stages of audio amplification with loud 
speaker. The circuit is a reflex, using but two WD-12 
tubes.—Kadel & Herbert. 


The well-known movie juvenile “Baby Peggy” get- 
ting a distant station; perhaps something along the 
line of financial news, only interesting to people earn- 
ing a million or so a year, as she is said to be doing. 

Photo from Magnavox Co. 


The diagramatic hook-up showing how the current 
is reflexed in the Erla circuits was the sensation of 
the recent Chicago Radio Show. It was designed and 
built by William J. Schnell and W. H. Farr of the 
radio engineering staff of the Electrical Research 
Laboratories. 
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MEN YOU SHOULD KNOW 


Joseph R. Spurr 


happen fast in the jobbing business about a year 
An old concern took on new life, radical 
changes in policy were started, departmental work sys- 
tematized, and its retail branches began to disappear; 
while almost simultaneously two other jobbing houses in 
the state changed hands. These events were bound to 
be “noised about” and with 


D OWN East, in the Nutmeg State, things began to 


ago. 


President, Southern 
New England Electric Co. 


This 


of Paterson, N. J., an electrical contracting firm. 
business was changed into a jobbing house and four years 
later, after moving to Newark, its name was changed to 
the Tri-City Electric Co. The business had grown con- 
siderably and its operations covered practically the en- 
tire State of New Jersey, when the General Electric Co. 
assumed financial control and Mr. Spurr continued as its 


president and general man- 





them the name of “Joe Spurr’ 
mentioned frequently. We 
have found upon investigation 
that in the past the record of 
this man is the same in the 
fields of his former activities: 
he accomplishes his ends with- 
out ever appearing very much 
on the horizon, and you begin 
to hear of his connection with 
things after they are done. 
To get an account of his life 
and activities is a patchwork 
process. We are indebted to 
him personally for the date of 
-his birth and one or two other 
vital statistics, and from vari- 
ous sources are able to present 
the following account, although 
it is with the feeling that 
there is much more of impor- 
tance that is being “held out 





An Organizer 


Y NATURE, Mr. Spurr 

is most happy in work of 
organization and development. 
After a successful period in New 
Jersey he has taken up the task 
of building up an efficient organ- 
ization to provide jobbing serv- 
ice of the highest order for the 
state of Connecticut. This work 
has been under way for a year, 
and a distribution system set up, 
operated through three houses, 
that has been the cause of much 
favorable comment. 


ager. 

With the inception of Tri- 
City, it was Spurr’s desire to 
establish a real merchandising 
business in every sense of the 
word. This 
ried on untiringly and accom- 
plished according to the poli- 
cies of the established elec- 
trical jobbing business. New 
ideas of practical merchandis- 
ing, however, were sought after 
and investigated by actual ex- 
perience and personal applica- 
tion in the large department 
stores which Spurr recognized 


work was car- 


as the greatest of all merchan- 
dising institutions. The study 
of the methods of Newark’s 
largest department store and 
the practices 
learned there, he applied as 


principles and 








on us.” 

Joseph R. Spurr was born in Lynn, Mass., in 1884, 
and lived in that city until 1908. For a period of five 
years he had owned and operated a small book bindery 
business. The next two years of his life were spent in 
travel and outdoor life—part of the time on a Gloucester- 
fisherman, and for many months fishing and hunting with 
a band of Micmac Indians in the Maritime Provinces of 
Canada. Mr. Spurr brought nothing out of these two 
years but a happy memory as he has never been known 
as a sportsman. 


In 1910 Spurr came to New York and joined the or- 
ganization of the Edison Lamp Works of the General 
Electric Co. at Harrison, N. J. In Northern New Jer- 
sey he was selling lamps for two years covering that ter- 
ritory wherein are some of the largest silk and woolen 
mills in the country. In connection with his work among 
these industries he studied the details of good industrial 
lighting and was enabled to increase his lamp sales ma- 
terially. There was naturally created a demand for 
reflectors, wire, pipe, sockets and other accessories to 
complete the installations, and the handling of these com- 
plete lighting equipments first started Spurr on the trail 
of a jobbing house connection. 

By nature, however, Mr. Spurr is most happy in the 
work of organization and development, and in 1912 he 
tcok over the management of the Watson Electric Co., 





far as consistently possible to 

his own business, and with a large measure of success. 
Someone must have been watching Spurr’s work, for 
out of a clear sky at this time came a request from Water- 
bury, Conn., to investigate thoroughly the New England 
Engineering Co. This long established firm had started 
out in 1883 as an engineering and contracting firm and 
branching out had gone into the jobbing business and 
further had set up and attempted to maintain a good 
number of contractor-dealer establishments throughout 
its territory. Mr. Spurr consented to make this investi- 
gation and to submit a report of conditions as found. 
This was done and, as well, the plans outlining the neces- 
sary steps to be taken to change conditions which to his 
way of thinking were not exactly in line with his policies 
of operation in the jobbing business. Then came the 
proposition to personally carry out these plans which 
resulted in Mr. Spurr’s severing connections in New 
Jersey and leaving associations of long standing. In 
November, 1922, he took up his new task and following 
closely the plan of his report, within a few months all 
of the contractor-dealer establishments were sold. Then 
two other existing jobbing houses were purchased to 
form branches and before the end of 1923 the plans of 
re-organization were in successful operation in all three 
cities where the Southern New England Electric Co. has 
centered its interest. This is the (Turn to Page 88) 
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Adventures of Hardluck Sam 


He Casts His Bread on the Waters 


to do after he gets up in the world is to loosen 
up and tell the ordinary guys how he did it. 
What’s more, the lower he started the better they like 
You couldn’t 


D EAR PHIL:—The first thing a fellow is supposed 


it, which ought to make my story a riot. 
start no lower than I did—I 
was nurse to a cellar full of 
pipe, porcelain and _ batteries 
for two years. Laugh that off. 
Just as it was beginning to 
look like a life sentence I 
knocked off a sprinkler-head 
throwing 4144 knobs at Lorin 
Wood. Not being able to 
swim I left the stock floating 
around and quit right there. 
After my hair grew out and 
the prison pallor wore off I 
got a job counter-hopping for 
Addison the meanest 
dealer that ever sawed the “No 
Sale” button off a cash regis- 
ter. Phil, he mean 
that if a lady looked at an iron 
and walked out on you 
might as well put on your hat 
I must of 


Bowles, 





was so 
you, 


and go with her. 
been good as I lasted a month, 
including the holidays, but I 
flopped early in January when I asked an old maid it 
she could use a milk-warmer. 

Them was the happy days, boy! You could court three 
girls on twelve bucks a week. Bull Durham was a nickle 
and vaudeville in the front row was 30 cents a head. And 
the electrical business! When a gink asked for a lamp, 
a plug or a socket you had to ask him did he want Edison, 
T-H or Westinghouse base. Wood moulding was the hen’s 
teeth, and a table-lamp was a sign of wealth, while if 
a bank clerk bought a percolator, they'd examine his 
books. 

Well, I seen a peddler’s expense account one day, and 
went right after a road job. I got it, too. Maybe the 
sales manager had lots of enemies in southern Illinois. I 
was still young, and so darned green I thought pyorrhea 
was a fire extinguisher. I didn’t know a freight dif- 
ferential from a health chart, and I’d walk past a dealer’s 
place four or five times before I'd go in. My best bet 
was selling wire at cost plus 10%, with personality 
thrown In those days four peddlers would play 
poker with one customer, and the last one sober enough 


in. 


to write would get the order. 


After figuring a bit I got married to Alice, then all 
I did was figure. I used to wish I had gone on the stage 
or learned bricklaying. However, with me sending my 
salary home and Alice saving her dad’s Xmas checks, we 
got a couple of thousand together so I could lose it in 


a light plant and a second-hand car. Then Alice took 





“Mr. Hannegan, I Believe You Are Acquainted 
With Sam Jinks, Our New Sales Manager”’ 





over the investment department. Boy, she can buy wild- 
cat oil or radio at six below Centigrade, and it will go 
right up to boiling and stay there. And many a small 
doctor bill she paid the morning after a pitch game with 
her dad, not to mention the furniture installment. 
Now we skip a few years 
and come to where I began 
to rise. (No, not yet, Phil, I’m 


saving it.) I drank some 
synthetic gin about a year ago, 
and before I was _ normal 


again I went to work for 
Hannegan, at the North 
Company. You know him, 
Phil, a regular “rootin’-tootin,’ 
hell-roarin,’ go-gettin,’ son-of- 
a-gun-on-wheels.” If you don’t 


believe it, ask him. No kid- 
ding, though, he could sell 


Jack Dempsey a lipstick. But 
he got lazy, so they made him 
sales manager, and to hold up 
his volume he hired me. 
Everything was Jake till 
about two months ago, when a 
guy named Munson, who got 
rich on Radio, sneaked up on 
our dump one midnight and 
bought it. That meant slow 
music for Hannegan as he had talked out of turn before 
The 
first | knew of my part in the play was when Hannegan 
called me in a couple of weeks ago. “I’m fired, Sam,” 
he says, “and that means you too. I’m leaving tonight, 
but before I go I’m going to ooze young Standish out 





he knew Munson was going to buy the business. 


as my last official act.” 

I had to think quick, not for myself, but this kid 
Standish, who was Hannegan’s assistant. I caught him 
out in the office it before Han- 
negan seen him, if he wanted to help me out. That got 
him, and away he goes, Hannegan tried to find him, 
then left a letter on his desk (which I tore up). 


and told him to beat 


Wait till you see my game, Phil. The next morning 
[ goes to Munson and tells him a few things about our 
To say I called a spade a spade would be 
like saying a tiger likes raw meat. Instead of getting 
sore, he invites me to stay on the payroll. Then I put 
in a good plea for Standish. The kid was in Munson’s 
office when I left, and he must of got wised up that I 
went to the front for him. 


business. 


A week later I found out that was just what happened. 
Standish grabbed me when I came in and says would I 
go over and see his uncle, who had bought the Nonpareil, 
my old firm. Sure, I would, and pretty soon we was over 
in the old private office, me talking business with 
Standish’s uncle like I’d known him all my life. 

After a while a girl comes in (Turn to Page 90) 
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Having lamps of adequate candle 


power and using sufficient current, yet 
lacking the very essentials of scientific 


‘industrial lighting, such a shop offers 


a profitable field for enterprise to every 
electrical dealer. 


The investment required for shop or 
factory owners to create the desirable 
lighting condition shown in the right 
hand illustration is very small when 
compared with the resulting produc- 
tion increase, yet the burden of induc- 
ing proper changes often falls upon the 
dealers. 


But the dealers’ difficulties are minim- 


ized when they are provided with the 
special information furnished by West- 


GEORGE CUTTER WORKS, 


Ta ke for example 


This Shop at the Left 


inghouse Lighting Specialists and the 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 


Sales Offices in All Principal Cities of the United States and Foreign Countries. 


Westinghouse 


Westinghouse [Illuminating Bureaus. 


Furthermore, Westinghouse lighting 
equipment embodies features which are 
as attractive to contractors and dealers 
as to the customers. Westinghouse 
Reflector-Socket Fixtures are easy to 
wire. Installation can be made by one 
man at the rate of three minutes to a 
unit. And the simplicity and ease of 
installation are factors which determine, 
whether or not the dealer can go after 
competitive business and make a good 
profit on the job. 


Write for any information on industrial 
lighting. 


SOUTH BEND, INDIANA 






WESTINGHOUSE 
ELECTRIC 
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Westin Shouse 


SOL ‘LUX 























Brings Profitable Lighting Contracts: 


Because it meets every commercial lighting need in the easiest 
and most economical way. 

When you approach a prospect with a new Sol-Lux, you offer 
a beautiful luminaire of unusually high lighting efficiency. This 
luminaire can be adapted to meet every commercial lighting 
requirement in stores, offices, banks, hotels, restaurants, 
schools or libraries. 

Show the prospect how the use of decorative shades allows 
an endless variety of lighting effects. Think what this means 
to a department store, for instance, where different sections 
require different lighting applications—all of which are ob- 
tainable from one standard unit. 

The high illuminating efficiency is maintained for a long period, 
with only a periodic wiping of the outside of the dust- proof 
globe. 

Explain how the lamp can be removed and replaced without 
disturbing the globe. 

Catalogue 40-B tells all about it. Write our nearest jobber for 
your copy. 


Westinghouse Electric & Manufacturing 














Company 
George Cutter Works South Bend, Indiana 
Sales Offices in All Principal Cities of the 
United States and Foreign Countries 

















Westinghouse 
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The only thing missing in this picture is a better view of the wonderful entrance 


to the Robertson-Cataract Electric Co., Rochester. 
Rear row, left to right: 


the photo by their natural attitude. 


Anyhow, the models improved 
D. Chandler; A. 


Weider; H. C. Johnson, manager; W. R. Reddy; T. Beerman; F. Huber, and G. Van 


Cleef. 
Amberger and T. Claus. 


Front row: E. Brown; Misses O’Connor, Kerr, Crowley, and Hall, then B. 





The I-Flash 


Speaking of jobber trade stimu- 
lants, have you seen the “Illinois I- 
Flash,” published by the Illinois Elec- 
tric Co. of Chicago, each month? If 
not they ought to be proud to send you 
a copy, for it is quite the most original 
and entertaining magazine of its kind 
that has appeared for a long time. 
There is nothing about it that savors 
of canned goods. 
the contents is written and typograph- 


The style in which 


ically presented has a masterly touch, 
and that touch as the “I-Flash” gra- 
ciously informs its readers, is pro- 


vided by Ray Andrew Carlson, 
bulletin specialist of Oak Park, III. 
* * # 


Additions to S, E. D. Staff 
Frederick N. Dodge, formerly sales 
of Geo. W. Smith & Co., 
Inc., Philadelphia, Pa., has joined 
the staff of The Society for Electrical 
At one time 
promotion manager of the Fairbanks 
Co., New York, Mr. Dodge was more 
recently connected with The Dort 
Motor Car Co., of Flint, Mich., first 
is assistant advertising manager with 
the factory organization and after- 
ward as sales manager of the Cleve- 
land and later the Philadelphia dis- 
tributing houses. 


manager 


Development. sales 





To render a more personal and in- 
service to the in- 
dustry of the Pacific the 
directors of The Society for Electrical 
authorized the 

office at 527 
Rialto building, San Francisco, Calif., 


timate electrical 


Coast, 
Development have 
establishment of an 


Samuel H. Taylor, formerly president 


of the Electric Railway and Manu- 

facturers Supply Co., of San Fran- 

cisco, has been appointed Pacific 

Coast manager. Mr. Taylor will con- 

tinue to serve as secretary of the 

Pacific Coast Electrical Association. 
* * * 


Credit Delinquencies Increase 

The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during October, 1923, and 
November, 1923, as compared with 
the same months the previous year, to- 
gether with the total amounts and 
average amounts of the delinquencies. 


Number of 


Branch Delinquent 

and Accounts Total Average 

Month Reported Amount Amount 
Central Division 
Get. 1988... 872 $102,465.56 $117.5) 
Get, 10k... 981 117,653.05 109.74 
Nov., 1922.......... 813 141,482.10 174.02 
Nov., 1928.......... 912 146,308.04 160.43 
New York 
Oct., 1922......... 517 59,602.00 115.09 
Get... 1008... 442 77,479.00 175.00 
Nov., 1922.......... 339 84,743.00 218.00 
Nov., 1923.......... 344 50,725.00 145.00 
Philadelphia 
Oct., 1922..........262 24,609.19 93.93 
Oct, if 326 32,537.98 99.84 
Nov., 19938....... 215 24,703.46 114.90 
Nov., 1923.........222 29,708.60 133.82 
New England 
Oct., 1&RR.......... 80 11,223.14 140.29 
Oct, I92G........ 51 3,808.88 74.68 
Nov., 19232.......... 47 6,130.29 130.43 
Nov., 1928.......... 51 6,018.34 118.01 
Pacific Coast 
Oct.;  198R......... 22 3,980.61 180.50 
Oct., 1926.......... 23 5,804.78 252.38 
Nov., 1922.......... 24 4,117.10 171.54 
Nov., 1928.......... 18 4,252.62 236.25 














A representative group from the Protective Electrical Supply Co., Fort Wayne, Ind. 


Rear row left to right: 


Ruby Lightfoot; Dora Atz; Mamie Leonard; C. A. 
Chas. Kepler, superintendent; H. W. Henline, assistant sales manager; J. 
James A. Turner, vice-president; Douglas Chapman; Wm. Wintle. Front row: 
Keppler; Al. Tierney; A. C. Spiegel; John Young; Joe Ellert, and Jay 


Popp; 
M. Fitch; 
Don 
Miller. 
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Annual Outing of Philadelphia 
Electric 

On Wednesday afternoon and eve- 
ning, September 19, at Howard Mc- 
Call Field, the Philadelphia Electric 
Co. (Supply Department) held its an- 
nual outing and field day, which was 
attended by practically all of its 100 
employes. 

The main feature of the afternoon 
was a baseball game between the office 
and warehouse men, which resulted in 
a victory for the former, who now 
have the silver cup until next year, 
when it will be played for again. To 
each member of the winning team, and 
manager, J. H. Lorimer, was 
awarded a gold stick pin, as also to 
the umpires, H. C. Lucas, 
and R. F. manager. 
giving 


its 


treasurer, 
(Imagine 
umpire Nine 
in some of which ladies 
played for 
a list of valuable prizes, ranging from 


Power, 
an anything. ) 
other games, 
starred as winners, were 
silk hosiery to a string of pearls for 
the girls, and jewelry for the men. 
At seven o'clock an excellent din- 


ner served on the club house 
porch, during which H. C. Lucas and 
a. 2 
and Bove’s orchestra played for the 


which was entered 


was 


Power made brief addresses, 
“Community Sing,” 


into with a will and a spontaneity 
seldom equalled on an occasion of 
this kind. After the dinner the 
given to the various winners, to- 
with the “Lucky Number” 


a black leather traveling bag, 


prizes 
were 


gether 


prize, 


vf. 


"one 


‘any 


he 


eNO 


A) 





which was won by F. Van Buren 
Dolbier. A dance concluded the day’s 
festivities, and during the first num- 
ber a “Lucky Spot” prize was} 
awarded, which consisted of a silk 
umbrella for the lady and a gold belt 
buckle and clasp for the gentleman, 
being won by Miss M. E. McVaugh 
and J, A. McConaghy. 

* * # 
Merchandise Resale Methods 
on Coast 

The Pacific Coast Division, Elec- 
trical Supply Jobbers Association, 
gathered at Del Monte, Calif., 
ber 6 to 8, for the fall quarterly 
meeting. In addition to the 
routine conditions 


Decem- 


usual 
discussions’ on the 
in the locality, special talks were 
given on new angles and developments 
requiring concerted thought and action 
on the part of all members. 

W. L. Frost, representing the 
Southern California Edison Co., ex- 
plained at length the attitude and in- 
tentions of his with espe- 
cial reference to their 1924 policy of 
handling electrical merchandise for re- 
Washing machines and vacuum 
cleaners will be excluded from the 
list, only the larger load-building ap- 
pliances being sold. Retail prices will 
be adhered to, and all material bought 
from electrical jobbers. 


company, 


sale. 


Mr. Frost made it clear that this 
move would work benefit instead of 
hardship upon the rest of the elec- 
trical fraternity on the Coast. The 


AY 


+R 


Philadelphia Electric Co. 





(Supply Department) at Play. 








will 


electrical contractor-dealer be 
treated as a partner, cashing in on 
additional wiring and the increased 
interest in appliances through the 
sales and advertising activities of the 
company. The handling of appli- 
ances is a means to build up the gross 
revenue, which has been cut $2,500,- 
000 a year by rate reduction. 

W. L. Goodwin, operating vice- 
president of the Society for Electrical 
development, spoke of co-operation 
from a new angle, inasmuch as he 
made a direct plea for closer: relations 
between the Pacific Coast and the rest 


of the industry. His main_ point 
was that, without actually holding 


aloof, the Coast had a desire to stand 
on its own feet, refusing help from the 
rest of the country. 

He emphasized the fact that as the 
Coast makes 10 percent of the in- 
dustry’s sales, they are rightfully en- 
titled to their share of national as- 
they really need at 
the present time. By the same token 
he contended it should support 10 
percent of the national effort and be- 


come solidly a part of the whole plan. 
* & & 


E. S. J. A. Convention in 
Hot Springs 

Announcement has been made that 
the Sixteenth annual convention of 
the Electrical Supply Jobbers Associ- 
ation is to be held at the Homestead 
Hotel, Hot Springs, Va., 
and 6, 1924. 


sistance, which 


June 4, 5 
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REGULAR SWITCH BOX SWITCH 


ones tases. cmm| |! Ready to Install! 
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BODIES The minute you make a sale of X-Ray Scoop- 
' ettes, your customer is liable to ask, ““When 
a7 2 will we get them?” When Scoopettes are 
Mf eLexis.e , 

EY CONDUIT . ordered in Standard Packages you are sure 
Be with FITTINGS. ; 

5} that the order will not be delayed. All parts 
complete. No delays; no dissatisfied cus- 
tomers. 














SPACER TUBES 


X-RAY SCOOPETTES 


“STANDARD FOR SHOW CASE LIGHTING” 





|—Are easy to wire. 


2—Pass electrical inspection anywhere. Available in Standard 
Packages for Prompt 
Shipment When Ordered 


3—Are cleaned without trouble of removal. 
4—Use 40% less electricity. 


5—-Are small, neat, easy to install. 








6—Save on cost of lamp renewals. (Lamps burn in a 
tip-down position. ) 
7—Confine all the light within the case. 


8—Increase temperature of case only 2%. 





National XKay Reflector Co. 
“We Harness Light” 
1119 West Jackson Blvd. 


31 W. 46th Street CHICAGO Pacific Finance Bldg. 
New York Los Angeles 
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Rodeo Cowboys Shoot Up 
Dallas Bar 


On the evening of November 26, 
citizens of Dallas, Tex., were startled 
and thrilled by the old familiar yell 
of: “Cowboys in town!” accom- 
panied by a fusillade of shots, the 
clatter of hoofs and much puncturing 
of high-flung two-gallon hats. 

Sweeping up to the old Blue Front 
Bar, the glittering calvacade entered 
and proceeded to celebrate as they 
did in days of yore. Expert roping 
stunts were performed by the banker 
at the black-jack and ‘roulette tables, 
the punchers being “roped” for 
several millions in stage money. No 
blood was shed, but ‘“Two-gun” 
Fisher's famous quartette was only 
prevented from rendering “Sweet 
Adoline” by a six-gun barrage. 

The occasion of the above was a 
“Round-up” stag party given by the 
Dallas Electric Club, with the South- 
west General Electric Co., in charge 
of the program. The Electric Club 
indorsed it as one of the best ever 
staged, well deserving the accompany- 
ing photograph. 

Those in the picture from left to 
right are: T. O. Perry, lamp depart- 
ment, Southwest General Electric Co., 
W. M. Goodwin, manager supply 
sales, Southwest General Electric Co., 
the handsome bartender; next with 
the gun, is George Purl, member of 
the Texas legislature; the small man 
with the “sloppy” hat is Mr. Fischer. 
president of the Electric Club; next 
with the big sombrero, is Beeman 
Fischer, secretary of the club; George 
Bundrett, purchasing agent, Dallas 
Power and Light Co.; the Mexican 


a 


Wild and Woolly Round-up at DallasElectric Club. 







“Notice the 


Lighting 


Equipment” but Don’t Shoot at it. 





general is F. I. Weaver, oil industry 
specialist, Southwest General Electric 
Co.; next is W. H. Tucker, chief clerk 
sales department, Southwest General 
Electric Co.; then E. L. Gadberry, 
Dallas Power and Light Co., last, 
with the big straw hat is J. E. Bryan, 
Dallas Power and Light Co. 
* * * 
Krich Light’s Christmas 
Campaign 

To assure early placing of the holi- 
day orders by dealer-agents, and at 
the same time advise them of the tre- 
mendous amount of publicity back of 
their selling efforts, the Krich Light 
& Electric Co., Newark, N. J., sent 
out an attractive broadside with order- 
blank enclosed. 

The broadside opened with a re- 
view of the advertising assistance reg- 
accorded, particularly the 
featuring of each dealer- 
agent’s name in Westinghouse adver- 


ularly 
monthly 





O DO the best one can with the 


tainly 
here is a job of window trimming that 


materials available will almost cer- 
lead to success. For instance, 





























well deserves notice. It was entered in 
the Benjamin Two-Way Plug Prize Win- 
dow Contest by O. N. Arnold of the 
Utah Electric Co., Spanish Fork, Utah. 
This dealer was induced by one of his 
jobber salesmen friends to enter the con- 
test and together they no doubt put con- 
siderable thought and study on the prob- 
lem.. It is a very small store in a very 
small town, but the results obtained 
under limiting conditions compared 
favorably in the minds of the judges 
with much more pretentious displays 
where every facility was provided—so 
favorably that special mention was 
awarded. This type of electrical dealer 
is worthy of the jobber salesman’s best 
cooperation, for he will grow to the 
limits of his environment. 








tisements in a local paper. Next, the 
Christmas campaign was featured, in- 
troducing Santa Claus as a salesman 
and urging all to avail themselves of 
his valuable services. 

Attention was then called to the 
gigantic total of 30,000,000 news- 
paper advertisements launched just at 
the proper time to tie in with Christ- 
mas buying by the public. The scope 
and effect of such a campaign was em- 
phasized and the dealer-agents urged 
to be on the job with displays as 
early as possible. For this purpose, 
they were offered, for each of their 
windows, two large Santa Claus cards 
and several small ones for use with 
various appliances. 

This offer of window displays was 
incorporated in the order-blank en- 
closed with the broadside. The Santa 
Claus card was illustrated. Space was 
also provided for ordering a quan- 
tity of imprinted literature. In ad- 
dition all appliances were listed with 
space for quantities desired. The Krich 
Light & Electric Co.’s name appeared 
as agent-jobber. 

With the aid of this broadside the 
company tripled its holiday _ busi- 
ness as compared to 1922, and es- 
tablished about 150 dealer-agents. 

* * * 


Standard in New Warehouse 


H. E. Johnson, president of the 
Standard Electric Sales Co., Chicago, 
announces that his firm is now in- 
stalled in their new office and ware- 
house at 217 North Desplaines street. 
The space and facilities there enable 
them to carry carload stocks of Ace 
dry batteries and Dover-Domanco 
irons, with a distinct improvement in 
service. 
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MANUFACTURERS OF 


ELECTRIC APPLIANCES AND CONTROLLERS 


WALL STREET 
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January 1, 1923. 





ANYLITE ELECTRIC DIMMER 
GIVES ANY DEGREE OF LIGHT 





To Jobbers and Jobber's Salesmen. 
Gentlemen: 


Crossing the threshhold of the new year it is fitting that we 
acknowledge the business with which our customers have favored 
us during the past twelvemonth. We aopreciate it and have 
enjoyed doing our best to establish and maintain the pleasant 
relations existing with them. 


Our first endeavor during 1924 will be to continue this 
relationship by serving our customers to the best of our ability. 
Our business success is based on service, for he who serves best 
profits most. We shall also endeavor to make new friendships 
and extend our service to all who wish to profit from the sale 
of Anylite Products. 


Business is in a sound condition economically. Purchasing power 
is strong and steadily increasing. The future looks promisine. 


In line with this progress and oromise we are steadily imoroving 
Anylite Products to keep them in the leading position they have 
assumed. New items have been added during the year and more 
undoubtedly will be added soon. 


The demand for Anylite Products has been built because; they serve 
a useful purpose, they are easy to use, they last a lifetime and 
they are priced right. 
Every jobber and every jobber's salesman should be thoroughly 
acquainted with the many points of merit of Anylite Products. 
Only then can he successfully push the line for the utmost profit. 
We will gladly serve you, and if your name is not already on our 
list of satisfied customers we hope to have it there soon. 

May prosperity be yours, 


ANYLITE ELECTRIC COMPANY, 


EOP Gham 
MFB' VV Sales” Manager. - 
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Salesmen Win On Old Plug in 
Chicago Race 

As Walt Mason would say: “When 
the frost is on the pumpkin, and the 
fodder’s in the shock, all men begin 
to figure how to fill the Christmas 
sock.” Four jobbers’ salesmen cared 
not what turkey cost this year. They 
were those who played ‘Two-Way 
Plug” across the board in the Ben- 
jamin window contest, announced in 
the November Jopper’s SALESMAN, 

John E. Powell, Western Electric 
Co., St. Louis, held the 
ticket which paid $50.00. Second came 
M. A. Morrell, Graham-Reynolds 
Electric Co., Los Angeles, with $35.00 
for place. Show money was pulled 
down by E. L. Jensen, Sterling Elec- 
tric Co., Minneapolis, to the tune of 
$25.00, while C. E. Dimmitt, John- 
son Electric Supply Co., Cincinnati, 
won fourth place and $15.00. These 
individual prizes were given to the 
salesmen sending in the greatest num- 


winning 


ber of dealer entrants who used the 
window trim and sent in photographs. 
% * 


Young Toledo Jobber Makes 
Rapid Progress 


Substantial growth of the Com- 
mercial Electric Supply Co., of 


Toledo, Ohio, is evidenced by its re- 


moval to new and much _ larger 
quarters at 504 Monroe street. 
This company was started about 


215 years ago, when it occupied space 


at 717 Jefferson avenue approximat- 




















Photograph taken at the annual banquet and get-together meeting of the Com- 
mercial Electric Supply Co., 504 Monroe street, Toledo, Ohio, which was held Friday 


evening, December 14, at the Secor Hotel, ‘Toledo. 


Prominent speakers were E. A. 


Buel, district manager of the Peerless Brilliant Lamp Division of the General 
Electric Co., Charles F. Dowd of the Machen & Dowd Co., and Newton Riddle of 


the Edward N. Riddle Co. 





ing 2500 sq. ft. The new home re- 
cently acquired contains over 20,000 
sq. ft. One city, four country and 
three counter salesmen are employed. 
The line consists of general electrical 
supplies and appliances and a large 
line of fixtures including Riddle and 
Ivanhoe-Regent. The company is dis- 
tributor of Peerless National lamps, 
Connecticut products, Indiana Rub- 
ber & Insulated wire line and Arrow- 


EK. schedule material. 


N. C. Goldman is the proprietor 
and probably one of the youngest job- 
bers in the business to own an 


establishment of this size. 











A fine Saturday morning made possible this large group from the Canadian Gen- ins R 
eral Electric Co., Ltd., Montreal. Left to right: A Despardins, L. Legrove, Duncan ager “Jim” Munhall, as Mr. Vogt is 
M. Jones, assistant sales manager, A. Decary, R. E. Walsh, H. Blanchard, O. Whittet, 
A. Lee H. Jones, sales manager, C. B. Coulson, Georges Therrien, E. D. Clements, F. 
J. Salisbury, F. W. Jacobs, Thos. A. Callaghan, F. H. Stacey, Hotpoint and H. Lan- 
caster, A. C. Spark Plug representative. 





Detroit Jobber in Italy 


A card postmarked Rome from F. 
W. Woolrich, president of the Com- 
mercial Electric Supply Co., Detroit, 
states that enjoying his 
Furopean motor tour immensely. He 
uses the phrase “better than Hot 
Springs,” but fails to state whether 
he has reference to the climate, ho- 
tels, the greens or the nineteenth 


he is 


hole. 
* 8 «* 


Roepke Leaves Electric 
Appliance 

I’. W. Roepke, who for the past 17 
years has been with the Electric Ap- 
pliance Co., Chicago, latterly as city 
sales manager, has resigned. During 
all that time he was in the sales end 
of the business, his work being con- 
fined principally to the city of Chi- 
cago and the suburban territory. As 
a result he enjoys a very wide ac- 
quaintanceship with the contractors, 
dealers, jobbers and others in the elec- 
industry. His future plans 
have not been made public as yet, but 
in all probability he will remain in 
Chicago. 


trical 


¢ & * 


Vogt Now With Buffalo Jobber 


Harry J. Vogt, formerly with 
Schiefer Electric Co., has been signed 
to develop a new territory for Mc- 
Carthy Brothers & Ford. New York 
state seismographs will register the 
year round, according to Sales Man- 


a big man more ways than one, 
tipping the well-known beam at 260 
pounds. 
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ATTENTION 





fhe TRUM Bei LnBEMAGMEGEo, 


@/Manufacturers of 
ELECTRICAL SUPPLIES. 


NEW YORK OFFICE 

14 LIBERTY STREET 
CHICAGO OFFICE 

2001 PERSHING ROAD 
SAN FRANCISCO OFFICE 

595 MISSION STREET 


PLAINVILLE, CONN., 


SUBJECT: January 1, 1924. 
New Year Greetings 
Mark Repry LLB 


Jobbers' Salesmen: 
We salute you. 


We wish for you in 1924 the best there is, and that 
means the fullest success in your chosen profession. 


I am sure your employers would agree that there is 
nothing anyone could wish for a salesman better than 
that his keenest enjoyment should be proficiency in 
his work. 


The better salesmen get their chief pleasure in this 
particular way. 


Fun is fun, but the lucky man is he who gets his 
best fun in his work, and whose greatest happiness 
is seeing the results of hard and honest endeavor 


accrue in the building up of his territory. 


Real salesmanship builds up a business as distinct 
from merely turning in orders. A man may send in a 
lot of orders that may mean much or little. The 
test of a salesman, the test of a territory, is what 
it yields when the going is poor. Then the factory 
finds out who has been "building the business" and 
who has just been “taking the easy orders." 


The best ever to each one of you: 
ia? 

L. L. Brastow, 

Sales Manager. 
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Things to Know About Insulat- 
ing Materials 

Electrical insulation mediums such 
as varnish, compounds, paint, mica, 
rubber, etc., have a definite place in 
the jobbing business as material for 
resale. Their part in manufacture, as- 
sembling and repair requires extreme 
care in selection, both as to quality 
and ease of application. 

The information in the following 


article is taken from a_ handbook 
called ‘Everything In_ Insulation,” 


published and distributed gratis by 
Mitchell-Rand, New York. This data 
should aid materially in selection as 
well as in handling and application. 


Selection of Insulation Varnishes 
When considering the use of a var- 
nish for certain work, it is well to re- 
member that the same degree of flex- 
ibility and endurance possessed by 
baking varnishes cannot be imparted 
to air drying varnishes because of 
their very nature, and that the faster 
an air drying varnish dries the far- 
ther it is removed from the ideal. 
Paper and Wood As Insulators 
Paper tubes or sheets, and wooden 
parts, if correctly treated with proper 
not absorb moisture, 


materials, will 


warp, twist or crack. A good varnish 
will tremendously increase their in- 
sulation, and careful workmanship 
will produce a finish equal to that of 
hard rubber or the more expensive 
compositions. 

It is found that paper and wood, 
carefully impregnated, are much 
cheaper and just as dependable as 
fibre, 


materials and molded parts, where 


vulcanized phenol condensite 
normal conditions of operation pre- 
vail. 

In cases where wood possesses suf- 
ficient mechanical strength there is 
no reason why it should not be used, 
providing low voltages are to be han- 
dled. The deciding factor should be 
mechanical strength rather than in- 
sulating value, as it is almost invari- 


ably the case that if either wood or 


paper is strong enough for certain 
































work it is also sufficiently insulating 
when impregnated. 
Electrical Insulating Paints 
An insulating paint is merely an in- 
sulating compound thinned down with 
proper to a _ constituency 
suitable for brush, spray or dip ap- 


solvents 


plication. The best insulating com- 
pounds make the best insulating 
paints. 


The properties that enable a com- 
pound or paint to resist electric cur- 
rents are equally efficient in render- 
ing it waterproof and acidproof. Gil- 
sonite, asphalts and pitches, properly 
apportioned, produce the most de- 
all are 


pendable compounds—and 


black. 


Gilsonite is especially useful in this. 


work. It has, for years, formed an 


almost indispensable part in the man- 








Propert, who 


This is a likeness of B. A. 
was recently appointed sales manager of 


the Frank H. Stewart Electric Co. of 
Philadelphia. Mr. Propert succeeds G. H. 
Carnall, who is now acting in the capacity 
of general manager. Mr. Propert is no 
doubt one of the youngest sales managers 
in the country. 





ufacture of paints and varnishes, and 
is an important ingredient in many 
waterproofing compounds. 

Refined asphalts are also used in 
the better grades of insulating paints. 
In the Pitch Lake, on the Island of 
Trinidad, B. W. I., nature has pro- 
duced an almost inexhaustible quan- 
tity of pure asphalt after thousands 
of years of work, but science now does 
this same work in a few hours, con- 
verting crude, oily, viscous materials 
into asphalts of any desired degree 
of hardness and melting point. 

Coal tar and coal tar oils are ex- 
tensively used to produce the cheaper 
grades of black paints that are gen- 
erally referred to as “black asphal- 
tum.” These paints have good body 
and brilliancy when first applied but 
dull quickly, grow brittle, crack and 
peel. They give but temporary pro- 
tection, and are really very expensive 
in the long run because they require 
frequent renewal—and even when 
freshly applied their real merit is 
questionable. 


Mica Plate 


Good mica plate has a character- 
istic ring when suspended by one cor- 
ner and struck with the knuckles; 
poor plate responds with a dull thud. 
It is difficult to judge the quality of 
mica plate by its appearance, but un- 
failing signs of poor grade are partly 
loose flakes on the surface, depres- 
sions that have been filled with ce- 
ment to hide them, and the presence 
of foreign particles discernible when 
held to the light. It is unfair to 
condemn a plate that flakes when im- 
properly cut, and it is quite unwise 
to adopt some particular make merely 
because it will stand such treatment. 

In some repair shops a workman 
is permitted to hurriedly cut vut a 
section of plate of sufficient area to 
produce the number of segments re- 
quired, which he trims to shape by 
means of shears or tinsmiths’ snips. 
Foot power metal shears, snips and 
scissors are poor tools with which to 
cut mica plate; their shearing action 
is preceded by a wave-like movement 
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HEY will work right in your ter- 

ritory. They are a part of our 

first six months’ advertising campaign 

for 1924, and will appear in the most 

‘ influential magazines published. Gen- 

eral and women’s magazines, tech- 

nical publications, outdoor, motoring, 

boys’ and farm papers—reaching, on 

an average, one out of every two 
homes in America! 

This powerful plan sounds the key- 
note for our big business-getting plan 
in 1924. More uses for flashlights— 
more flashlights in use. Notice the 
headings of the advertisements repro- 
duced above. 

Use your flashlight. 
ones with Eveready Unit Cells. 
new ones and put them into use! 

This is the constructive program 
that means a bigger battery volume 


Reload old 
Buy 


More than 75 million 


hard-hitting salesmen— 
selling Eveready Flashlights and Unit Cells 
























and a stronger Eveready demand 
than ever before. Start off with it 
from the crack of the gun. It’s inven- 
tory month now. Your retail cus- 
tomers are going over their stocks. 
Make a note to ask each one about 
Eveready Flashlights and Unit Cells. 

Christmas sales surely depleted 
many a stock. This opens a golden 
opportunity for you to “fil ’em up 


) 


again! 

NATIONAL CARBON COMPANY, INC. 
New York San Francisco 
Canadian National Carbon Co., Limited 


Factory and Offices: Toronto, Ontario 





EVEREADY 


FLASHLIGHTS 
cy BATTERIES 


they last longer 
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The 
Safety 
Panelboard 
Small Stores 
Residences, 


Triumph 
Type R 
for 


and 








Cutting Down 
Service Calls 


The Triumph Safety Type R Panelboard 
for small stores and residences is, first of 
all, Therefore, 
be located at the center of distribution, 


and the owner will have no more hesi- 


absolutely safe. it can 


tancy about changing a fuse than about 
That 


to 


changing a burned out lamp. 


means a reduction of service calls 


the minimum. 

The Residence and Small Store Type 
R is a packaged product, coming com- 
plete and carried in stock by many job- 
bers. Triumph Panelboards are built in 
the factory and being of standard unit 
design and assembly, they are kept in 
almost immediate delivery. 


stock for 


Steel cabinets can be shipped same day | 





order is received. 
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The Triumph Line has many ex 
lusive advantages—uit 1s, in fact 
word in Panelboard en 
Write Bulletins 
R, Type TP 
whole story oj 


the last 
yineering. for 
yn the Type 
Type P, for the 
modern panelboards, 


and 


these 
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ST. LOUIS 
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District Offices: | 
New Yor« DALLAS | 
Kansas City | 
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CHICAGO 
Los ANGELES 
PITTSBURGH 


DETROIT 
MINNEAPOLIS 


CINCINNATI DENVER 


New ORLEANS 
San FRANCISCO 
SEATTLE 


PHILADELPHIA 
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of the upper surface of the plate, 
directly in advance of the cutting 
member, and this wave causes either 
a separation between the mica and ce- 
or a further splitting of the 


in either case it is 


ment, 
films themselves; 
obvious that flaking is bound to re- 
sult. 


Electrical Hard Rubber 


Hard rubber compositions that are 
prepared especially for electrical pur- 


poses are more familiarly known as 
Ebonite. Electrical Ebonite, under 
recent tests of flash-over voltage, av- 
eraged 20,000 volts, using two 2 ecm. 
skirted brass studs placed 2 cm. 
apart. The flash-over voltage is fre- 


quently of more importance than the 
break-down voltage, as it roughly de- 
of 
surface. 


termines the amount moisture ab- 
sorbed by the 

The dielectric strength of Ebonite 
varies from 10,000 to 38,000 per mm., 
depending the of the 
sample tested, size and shape of elec- 


of 


on thickness 


trodes, rate increase, atmosphere, 
ete. 
Oil Varnishes Best Dielectrics 
The of 


varnish has only a very limited num- 
ber of oils and gums to work with if 


manufacturer insulating 


he would produce only high-grade 
materials. The most important of 


these is linseed oil. or china wood oil, 


or both, completely oxidized, and the 


higher the percentage of these oils 
the better the varnish; but (and this 
is an important point to remember), 
the slower it will dry or bake. To 
shorten the drying or baking period 
it is only necessary to use less oil, and 
this will correspondingly reduce the 
flexibility or life. 
Flexible Varnishes Most Durable 
While 
unquestionably be a good dielectric, 
the matter of flexiblity should be given 
equal consideration because flexibility 


an insulating varnish should 


means endurance. 

The that shellac, and var- 
nishes containing shellac, have fallen 
into disrepute is beeause they quickly 
dry out, crack and pulverize—indeed, 


reason 


instances are on record where almost 


varnish com- 


every vestige of shellac 
pletely disappeared within a com- 


paratively short period under the vi- 
bration of a motor or dynamo, aided 
by the shifting stresses due to temper 
ature changes and centrifugal force. 
While 


every other requirement, it is a fact 


shellac varnishes may meet 


that they are not sufficiently flexible 
and do not possess the mechanical 
strength required to firmly cement 


and hold the conductors against vibra- 


tion, chafing and ultimate abrasion. 


Rosin varnishes are even less de- 


pendable, as will be shown on tests 


of flexibility and dielectric strength. 











This is the way they look in Oakland, Calif. 
Kahn, general manager, is third from the left. 
Bobbie Scott; Walt Davison; Walter Ayden; Sid Albright, and Tom Shay. 


ply Co. Ray 
are: 





Meet the bunch from Fobes Sup- 
Others in the picture 
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THE DAYTON) FAN: AND MoToR: COMPANY, 


CABLE ADDRESS 
“VENTILATOR DAYTON” 
CODES USEO 
EIBERS WESTERN UNION 
BENTLEYS 


ELectRic 
Fans, Momors, ano, Raoio APpraRaTuS 


Day TON.OHIO, U.S.A. 


YOUR REF 


OUR REF 


To Jobbers' Salesmen ikverywhere: 


Another New Year is here. You are already packing 
your grips, getting your order books in shape and 
filling up the good old fountain pen, cepa ready 
for your first trip. 


Before you start out I want to add a word of greet- 
ing to the many you have already received. I want 
you to imow that we of The Dayton Fan and Motor or- 
ganization appreciate what you are up against. We 
know that it is not all roses and sunshine. And we 
know that you often have every reason to be discour- 
aged. 


But one of the splendid things about you boys is 
that you always come up smiling. No matter how bad 
the rebuff may be you atick right on the job just 
the same. 


I appreciate all this. I give you every credit for 
doing your share to keep the smoke rolling out of 
our power-house chimney. I know better than anyone 
else your part in the splendid business the jobbera 
have sent us in 1923. 


And now for 19241 Here's hoping that it will bring 
you the health, happiness and prosperity you so richly 
deserve. There is nothing too good for you.e And when 
Father Time is ready to close his books at the end of 
another twelve months, I know that your record therein 
will reflect a work well done and another year of life 
well spent. 


Sincerely, 


VICE PRESIDENT’, etree 


THE DAYTON PAN &\MOTOR C QIPANY 
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INSIDE INFORMATION 

This is a magnified view of a cutaway section of AI.LPHA- 
DUCT. 
Read the description of each exposed layer—learn why 
ALPHADUCT is superior in construction, why it gives 
the best protection to Electric Wires—Get the “Inside 
Information.” 


Canvas. Inner Wall—glue sized hard finished canvas the interior 
lining lubricated with soapstone. 


Asphaltum Compound—Binding the Canvas to the Fibre Cord. 


Hard Fibre Cord. The Helix—giving rib like circumferential rigid- 
ity with longitudinal flexibility (like a coiled spring). 


Asphaltum Compound—giving the moisture and waterproofing 
protection. 


Cotton Yarn—Outer Wall—braided cotton yarn giving protection 
against abrasion and wear. 


Asphaltum Compound. Finish—giving additional moisture proof 
protection and contains the fire resisting qualities. 


Our New ‘‘4 in 1’’ Carton 


The ‘4 in 1” method of packing the s% inch 








Jersey City 








size has made a “hit” with everyone. It 
saves space, time and labor, makes it easy 
to stock and easy to ship. 

ALPHADUCT qualities and ALPHA- 
DUCT packing make a combination that is 
truly “better’— 

and with this new CARTON filled with 
ALPHADUCT Conduit your sales should 


increase—we would like to help you boost them. 


ALPHADUCT COMPANY 


136 Cator Avenue 
New Jersey 
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A Plug Fuse Talk for Retail 


Salesmen 
(Clip or copy this and show it to your 
dealers.) 

Salesmen: (Gathering up  cus- 
tomer’s purchases) How about some 
Insurance today? ; 

Customer: (Registering astonish- 
ment) Insurance? 

Salesman: Yes, we sell it—Trouble 
Insurance. It is just as good protec- 
tion in its way as your life, accident 
or auto insurance, and the premium is 
only 70 cents. 

Customer: What is it? 

Salesman: A package of 10 plug 
fuses. Less than 10 per cent of 
electric light users keep extra fuses in 
the house for emergency which is 
bound to arise sooner or later. 

Customer: But I haven’t blown a 
fuse in six months, 

Salesman: Neither had Mr. Brown, 
on Flat avenue, but when he did blow 
one the other night, he happened to 
be giving a party, and the evening was 
nearly ruined while they waited for 
the trouble wagon. 

Customer: Couldn’t he borrow one 
next door? 





“But I Haven’t Blown a Fuse in’ Six 


Months”’ 
























THE JOBBER’S{JJSALESMAN 





“e 


Published in the interest of a more complete fellowship with Jobbers’ 
Salesmen everywhere by the Benjamin Electric Mfg. Co. 


Other Things 


Remarks 22d 
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Thanksgiving Two-Way Plug Prize 
Window Contest Smashes 
October Record 


Two thousand five hundred Deal- 
ers entered the Thanksgiving Two- 
Way Plug Prize Window Contest. 
We thought that the 1,600 Dealers 
who had entered the Hallowe’en 
Window Trimming Contest was 
high, but they came back for more 
and drew along with them nearly 


two for every one entered in the 
October contest. 

What makes it more interesting 
is the repeated experience of so 
many Dealers in so greatly increas- 
ing Benjamin Two-Way Plug and 
many other appliance sales. In in- 
stance after instance the same Deal- 





Ala. 


leans, La. 


H. L. Tillson, Boone, Ia. 


Smith & West, Bangor, Me. 


Baer Electric Co., Salina, Kan. 





Prize Winners 


Dealers 
Ist Prize—$100.00—Birmingham Railway & Light Co., Birmingham, 


2nd Prize—$75.00—Cleveland Electric Supply Co., Cleveland, O. 
. 3rd Prize—$50.00—White Electric Co., Berkeley, Cal. 
4th Prize—$25.00—Consumers Electric Light & Power Co., New Or- 


$10.00 Each 


Stoehrer’s Electric Shop, Oxnard, Cal. 
The Electric Shop, Shelby, Mont. 


Union Electric Co., Pittsburgh, Pa. ; 
Provincetown Light & Power Co., Provincetown, Mass. 
Moseley Electric Co., Montgomery, Ala. 


Wisconsin-Minnesota Light & Power Co., Blair, Wis. 
Congors Electric Shop, Woodland, Cal. 


Jobbers’ Salesmen 


Ist Prize $50.00 
B. L. Whitney, Northland Electric Supply Co., Minneapolis, Minn. 
2nd Prize $35.00 
R. E. Dryer, Western Electric Co., San Francisco, Cal. 
3rd Prize $25.00 
J. E. Powell, Western Electric Co., St. Louis, Mo. 
4th Prize $15.00 
Mr. Lindberg, Northland Electric Supply Co., Minneapolis, Minn. 








ers entered both October and No- 
vember contests, not to go after a 
prize, but to secure the window 
trim, and their sales increase, they 
say, was greater during the Novem- 
ber drive than in October, showing 
the value of the building-up effect 
of the two consecutive pushes. 

There are several things very evi- 
dent as we look at the results of 
this campaign. One is that Dealers 
everywhere are making a splendid 
use of assistance in making more 
sales through well trimmed win- 
dows. Second, the big volume of 
portable appliance sales is creat- 
ing a growing market for two-way 
socket devices. Third, the Benja- 
min line, which gives the Dealer an 
opportunity to sell a two-way plug 
for every conceivable need, both 
usual and unusual, is meeting the 
demand with greater facility than 
ever before. 


A notable feature of the Novem- 
ber contest was the way in which 
jobbers’ salesmen came to the front. 
Over 1,100 of the Dealers were en- 
tered directly by jobbers’ salesmen, 
and they kept right with them until 
the window trim was used and a 
photograph submitted. 


The prize winners, Dealers and 
Jobbers’ Salesmen, are listed on this 
page. Reproductions of the prize- 
winning windows are shown on the 
following pages. 

We surely appreciate the way 
everybody interested took hold and 
again express our sincere thanks to 
the Dealers, Jobbers, Jobbers’ Sales- 
men, the Judges and our own folks 
for their splendid cooperation. May 
1924 see many happy returns of the 
effort for all. 
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Co., Birmingham, Ala. 2nd Prize, Cleveland Electric Supply Co., 


H. L. Tillson, Boone, Ia. Stoehrer’s Electric Shop, 


Oxnard, Cal. 












































Provincetown Light & Power Co., Moseley Electric Co., Montgomery, Ala. ic Co., 
Provincetown, Mass. 





PRINT IN BINDING 


min Two-Way Plug Windows 


3rd Prize, White Electric Co., Berkeley, Cal. 








tic Co., Salina, Kas. Wisconsin-Minnesota Light & Power Co., 
Blair, Wis. 


NDING 





4th Prize, Consumers Electric Light 
& Power Co., New Orleans, La. 


Congors Electric Shop, Woodland, Cal. 


UNION ELECTRIC CO.” 


Make >ingie Sockc.» uo TAR 
* Double Duty 





Union Electric Co., Pittsburgh, Pa. 
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_BEN/ZAMIN Remarks and Other Things 








Localet 
Cat. No. 77 


There will be a big market 
for two-way plugs in 1924 


Locatap Not only to connect up portables, but 
Cat. No. 1080 flat-irons, toasters, cleaners, washers and 
many other appliances. 


Millions of socket-connected applian- 
ces added to homes all over the country 
mean a market for millions of two-way 
plugs to make them immediately useful. 


Stock the Benjamin Line—a two-way 
plug for every purpose. Make your 
place headquarters for two-way plugs. 


Push Benjamin two-way plugs in 1924. 


We will be glad to tell you about the 

‘Two-Way Plug exclusively Benjamin sales-making, 

Cat. No. 92 money-making features of these two- 
way plugs. 


Pull Plug BENJAMIN ELECTRIC MFG. CO. 


Cat. No. 292 847 W. Jackson Bivd., Chicago 
247 W.17th Street 580 Howard Street 
New York San Francisco 





Ask our nearest office for full information about these unusual ‘‘Show and Sell’’ stands 
and how to save and make more money on our maximum discount purchase plan 
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Salesman: He tried, and found his 
nearest neighbors in the same fix——-no 
extra fuses. They all have extra fuse 
plugs now, and it will pay you to buy 
a box. When you need them, as you 
surely will, you will bless the fore- 
sight that made you prepare. 

Customer: Suppose I am_= away 
when the fuse blows? The women 
are afraid of the stuff. 

Salesman: Their fears will be over- 
come if you will change one fuse be- 
fore their eyes. Anyone can put them 
in. Buy a box of 10, show them to 
all the family, tell them how handy 
and safe they are, and that having 
them means a valuable hour or two 
saved on some future day in the midst 
Then for- 


get all about fuse trouble and its con- 


of washing and ironing. 


sequent loss of time and temper. You 
will have no more of either. 











‘The hard-working appearing chap on the 


service of the Western Light & Fixture 
Co., of Los Angeles. We don’t know 
whether his pockets are full of orders or 
compliments about the service. ‘The other 
siniling chap with an order in one hand 
and a pencil ready to write more orders, 
in the other hand, is Ed. Vath, salesman 
of the same company. 








right is A. S. Winterhode, manager of 


















Are You Buying Your 
Catalog in the Dark? 


With- 


out electricity, the world would never have emerged 


Electricity is a comfort, convenience, necessity. 


from the “dark” ages. 


Some manufacturers and jobbers, making and selling 
electrical equipment, are still in the “dark” when it 
comes to buying catalogs. They are the ones who haven't 
investigated the loose-leaf system. Before ordering your 


neat catalog consider these facts. 


Thousands of Heinn Binders are being used by electri- 
cal manufacturers and jobbers everywhere, for both 
salesmen and general trade needs. ‘Their catalogs are 
renewed day-by-day and they last year-after-year. Mer 
chandise and prices are instantly listed, changed or re 
moved. More goods are sold, making a higher average - 


production every month of the vear. 


If you are still in the “dark” when it comes to buying 
catalogs—get complete information on Heinn Binders 
now. Tell us your needs. We'll gladly give you prices 
and explain in full the many advantages of the loose 


leaf system. 


The Heinn Company 


Originators of the loose-leaf system of cataloging 






351 Florida St. Milwaukee, Wis. 
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Easy Way to “Sell "Em Some- 
thing More” 


Too much stress cannot be laid on 
the value of encouraging dealers to 
buy in carton quantities. This is nearly 
always done by the city or road man, 
but is more difficult at the city counter, 


Once the habit is formed, however, 
it is never forgotten and = constant 


practice means a lot of money to the 
firm ina vear’s time. 
Judgment should be used in selling 


extra quantities, that is, this plan 


should be used on standard fast-movy 


ing devices, ete., not on odd_ items 
which may pile up in the dealer's 
stock, A definite plan should be 


worked up and followed. 


who 


In general, every customer 
asks for a quantity of every-day 
sockets, switches or other material, 
within three or four of a= carton. 


should immediately be shown he can 
gain by taking the extra number at a 


better price, 


Suppose the carton quantity on a 
the list 
GO cents and the carton discount 10 


certain pull socket is 25, 
A small dealer comes in and 
orders 18 of these sockets. They will 
cost him #10.80. The salesman per- 
take the 


sockets by means of this example: 


percent, 


suades him to extra seven 


18 at $.60 $10.80 
25 at £54. 13.50 
Lixcess paid 2:30 
Eixcess value received t.20 


Net gain .. ee 


Certainly if every customer who 


asked tor a quantity reasonably near 
the carton were shown the above ex- 
emple, the extra sales even in a short 
come to a_worth-while 


time would 


sum. In addition the dealers would 
form the habit of buying in carton 


quantities. 





i aad 


he 


ff 


\, 


1, C> . 


<j \ 
a a 





Phis might be an army squad since eight men answered the whistle, but it nap- 


pens to be part of the Post-Glover Electric Co.’s force at Cincinnati. 


Charles Spiess; 
\. Kline; P. J. 


Left to right: 


Fay Hayes; Walter McPherson; Chas. Delehanty; O. H. Holters; L. 
Williams, and Geo. N. Devou. 





Made to Order 
Electricity, for your light or for 
power, is not on tap like the water in 
your faucet, pent-up and ready to 
flow. Street car rides cannot be baled 
or bottled and until 
needed. 
Each 
manufactured 


stored away 


“made to order’ — 
the Nor 
can sufficient gas be accumulated to 


must be 
on instant. 
meet more than a few hours’ demand. 

Million-dollar equipments and 
scores of employees are stirred into 
instant action for you, whether for a 
five-cent telephone call, a moment's 
light while you locate your hat in a 
dark room or merely for enough gas 
to heat baby’s milk. 

* * * 
Contractor-Central Station 
Co-operation 

Here is a plan worth recommend- 
ing to contractor dealers in 
cities where the central station com- 
pany is willing to co-operate. It 
was worked out by the Jamestown 
(N. Y.) Electrical Contractor and 
Dealer Association and been 
productive of much good for all con- 


your 


has 


cerned. 
The local utility, the 
New York Electric Co., 
merchandise electrical appliances, so 
has leased its display window, lo- 
the main to the 
of the association for the 
showing of their goods. The back- 
the been 
decorated attractively and contains 
the 
every 


Western 


does not 


cated on street, 


members 
has 


ground of window 


names of the 10 members, and 
tenth 


entitled to the exclusive 


week each member is 
use of the 
window to display his goods, the 
name of the member showing being 
placed in the foreground of the dis- 
play. 

A splendid spirit of friendly rivalry 
has been the result of this activity, 
each member vying with the others 
to produce the most attractive dis- 
plays. The central station furnishes, 
free of cost, the current for lighting 
the display and operating the appli- 
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Straus Building, Chicago. 
Sherarduct Conduit was 
used. Graham, Anderson, 
Probst ®White, Architects. 
L.K. Comstock & Co., Elec- 
trical Contractors. 










on 


\ gt 


SA 
cate == \=\\ 


































~ 0 


Meee 
re ert Ce EA 


> 
—— 

























RUT: | 
\ Ra TTS > 
Be NS | 


UF It 


2 








. f, j y~ 
<< / s/ 


as = 


~yet the surface won't crack or peel 


F course, Sherarduct is a rigid conduit, but the *Sherardiz- 

ing process anneals it to a degree that makes Sherarduct 
the conduit that may be “cold bent” right on the job—with 
little effort. 


And the heavy, pure zinc coating which is made a part of the 
pipe will not crack or peel off at the bends, no matter how small 


the radius. A small Sherardized cop- 

per disc, ground down in 

Over the Sherardized ‘surface is a baked-on coat of acid proof center to show alloying of 

a ‘ f the zinc with the copper 

enamel—added protection against corrosion. will be sent free to Archi- 

5 : ' tn ‘ tects and electrical eng:- 
Besides its easy bending qualities Sherarduct has a smooth, neers on request 


glass-like interior that makes fishing of wires easy. 


« . 
National Metal Molding Company 
Natrona Proves} ~=WORLD’S LARGEST PRODUCERS OF ELECTRICAL [iiroxk cnoncs , , : 
} tAlloying of the pure zinc 
od CONDUITS AND PIE TINeS with the steel pipe under in- 


tense heat. 
Fulton Building, Pittsburgh, Pa. iis 


S 











Represented in all principal cities 


erarduct 


The Rigid Conduit That Bends 
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DUNCA 


Watthour Meters 


| Are You Pushing 
DUNCAN 


Watthour Meters? 


If not let the following sales-getting points impress them- 





selves upon your mind and start the new year with a re- 
solve to build up your sales in this profitable line. 


Potential loss, 1.0 watt. 

Total series loss, 0.29 watt. 

Weight of moving element, || grams. 

Torque or turning power, 40 millimeter grams. 

Ratio of torque to weight 3.63. 

Runs continuously on |4 of 1% of full load. 

Varies less than | % for power factors as low as 50%. 

Accurate to within 14 of 1% from 5% to 150% load. 

Varies less than 14 of 1% for 10% change of voltage. 


Varies less than 14 of 1% for 10% change of frequency. 


v4 


Push the Duncan Line. 


DUNCAN ELECTRIC MFG. CO. 


Lafayette, Ind. 



































Electrical 
Appliances 





ances when required, while the 
members of the association attend to 
the cleaning of the window, setting 
up the exhibits, ete. 

This arrangement enables the cen- 
tral station to keep before the public 
the idea of “doing it electrically,” 
and the general manager, H. B. 
Zimmerman, recommends the plan 
for any company not engaged in 
merchandising. The chairman of the 
association is W. H. Knapp, Joint 
Committee correspondent in James- 


town. 
+e & 


McNaughton-McKay to Have 
New Building 

Another month will find the Me- 
Naughton-Mc Kay Co., of Detroit, 
Mich., established in their new build 
ing which is located at 315 West Jef 
ferson street a few doors from the 
present place. They have taken a 
building formerly occupied by Mur 
ray W. Sales ‘& Co. distributor of 
plumbing supplies—five floors, 33,000 





square feet—and are remodeling the 
entire building to suit the purposes of 


their business. 











N. Gertler, proprietor of the Gertler 
Electric Co., Inc., 220 West 83rd _ street, 
New York City. This picture was snapped 
last June on the S. S. Majestic. Mr. Gert- 
ler was bound for Europe for a few 
months vacation. 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 


shell type has been in use. 





Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories 


and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Commercial Lighting Sales 
Made Easy for Dealers 

A fixture display room of more than 
unusual interest was recently installed 
by the Inland Electric Co., Chicago. 
It is devoted exclusively to commercial 
Rrascolites, about 40 units being dis 
played. As shown in the illustration, 
all business in connection with the line 
is transacted on the spot, records, tele 
phones and stenographers being lo 


cated in the room. 


H. L. Bowman is in charge, havine 
had about eight vears’ experience in 
the fixture field. This display was 
installed under his supervision, not 


only as a business builder for Inland. 


but as a definite aid to dealers. Let- 


inviting the lat 


ters have been sent 


ter to use the room as-their own and 
encouraging them to send their pros- 
pects there to select installations. 
The policy toward the dealer is im- 
Mr. 


him protection as to price, regardless 


portant. Bowman guarantees 
of whether or not he is directly re- 
sponsible for the prosect’s visit. This 
lieightens the dealer’s confidence in 
the house, as he need not worry about 
orders being taken direct without his 
share being forthcoming. It is easy 
to see that, under this plan, many more 
prospects will be sent in by dealers. 

To aid the dealer by placing the 
line prominently before the proper 
people, architects are also invited to 
They have also been 
the 


use the display. 


urved to attend Annual Fixture 





at the Hotel Sherman late in 
By making the proper im- 
the 
valuable force is enlisted in behalf of 


Market 
January. 
pression on architects another 
the dealer. 

Many dealers have profitably used 
jobbers’ and manufacturers’ displays 
of fixtures for residence lighting. Hav- 
ing added substantially to their busi- 
ness in this way, they will take readily 
lighting 
prospects they have hitherto neglected 


to going after commercial 
for lack of display facilities. 
Inland’s display room will be ad- 
vertised weekly in newspaper adver- 
tisements in addition to special let- 
circular matter 


Effort will be 


make an 


ters, broadsides and 


sent out in the mail. 


made to have all dealers 








Brascolite Display Room At Inland Electric Co. 
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x asked me the other day 
if I could not think of some- 
thing new to say about myself in- 
stead of repeating “I turn electric 
lights on and off regularly.’ He 
seemed to think that I might turn 
out to be a parrot in disguise. 


To my mind this question was just 
one more illustration of how badly 
I was needed. Many 


Staying Put 


By A. TORK CLOCK 


That is just as true of regular light- 
ing as it is of your regular visit to 
your regular customer. 


I gather that you do not find it 
necessary to roll up to your cus- 
tomer’s door on skates one morn- 
ing, in a wheel-barrow the next, 
and by various stages to a limou- 
sine in order to keep him interested. 

Neither do I find it 





people in the elec- 
trical business are 
so busy selling new 
things that they 
never get around 
to teach their cus- 
tomers how to make 
the best use of what 
they sold them yes- 
terday. 


The cost of selling 
light is pretty high 








necessary tO join a 
rd circus because I can 
dj do one good stunt. 
turn People who use 
electric 7 
ii t ness are being told 
1h S | “1 am a Tork Clock. 
on and 


light in their busi- 


I turn electric lights 
on and off regularly.”’ 
Your contractor 
customers will fol- 


regularly | 
low on. Don't get 


bored. It's good 








if you have to go 
through the motions 
every time; but once teach any man 
how to get full value out of the 
lights he has and you can’t stop 
him from buying more. 


I make good lighting a regular 
habit. Nothing in the world can 
become profitable until it becomes 
a habit. Before that, it requires 
too much attention to_ really 
pay. After it becomes a_ habit 
it is no further trouble and pays 


well. 








business. 
All the information that you need 
about me is in four pages. Ask your 
sales manager for a Tork Clock 
bulletin. He can get them promptly 
from the 


TORK COMPANY 
8 West 4oru St., New York, N.Y. 


Tork Clocks are not fool-proof—but then 
fools don’t care whether their lights are 
used regularly or not. The clock business 
is a good one, even though some bad boy 
takes one all apart occasionally. 
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HARTFORD 
Time Switch 


The Hartford Time Switch of today is a better, a more 
rugged time switch and more costly to manufacture, than ever 
before. 


The special Seth Thomas marine type, eight-day movement 
has been strengthened, yet prices have not been advanced ; 
while your resale profit has been increased. 


The Hartford Switch has been standard practice for a 
quarter of a century and the better Hartford of today will fully 
meet the most exacting requirements of the electrical in- 
dustry. 


A wide range of capacities and types enables you to select 
just the right Hartford, and that Hartford will be the best 
time switch you can get for your customer’s particular purpose. 


My long-established policy of close co-operation with job- 
bers will be rigidly maintained. 


Hartford Switches in type and capacities that meet 98% 
of the demand, shipped from stock. 


Talk Hartford Time Switches to your 
contractag-dealer customers and urge them 
to go after the profitable business now avail- 
able. 


Get the latest Hartford Time Switch 
bulletins. 


A. HALL BERRY 


Sales Representative 
71-73 Murray St., N. Y. C. 















































Illumination 








early visit regardless of whether they 
are in the market or not. In this way 
they will be familiar with the benefit 
to be derived from its use and will 
not hesitate to come later when they 
have actual requirements. 

This room is located on the second 
floor and can be entered either from 
to office or the main hallway. 

* * * 


Fixture Installer a Master 


Workman 


A good point to impress upon the 
fixture dealer is the benefit that he 
will derive from a type of fixture in- 
stallers in harmony with the class of 
work they are called upon to do. The 
Clinard Electric Co., a dealer in 
Winston-Salem, N. C., works upon 
this theory and his views are given in 
the current issue of “Beardslee 
Talks.” 

E. H. Petrie of the above men- 
tioned company says that its work- 
man who installs the fixtures is a 
white-collar man and a gentleman of 
the first order. He knows all the nice- 
ties of fixture hanging and knows how 
to conduct himself in the best homes 
of the South. When a portable lamp 
is delivered, this master workman sees 
that it is placed in the most desirable 
location in the room, that the cord is 
equipped with the correct cap and 
that the cord is the right length. He 
is more than a fixture hanger—he is 
4 light decorator. He takes the vari- 
ous designs as selected and when he 
installs them he sees that each one is 
equipped with the proper lamp, shade, 
‘ord, switch or whatever accessory is 
necessary. 

* * * 
Two Lighting Campaigns of 
Note 

The Ohio Public Service Co. has 
been conducting a store lighting cam- 
paign in Alliance, Ohio, and a part 
of the program was a contest on “Whi 
I like to shop in a well lighted store.” 
This resulted in many papers being 
sent in, and the residents of the city 
;showed great interest in the activity. 
Four major prizes were awarded to 
the winners of the contest, a commit- 
tee of local business men being the 














judges, and each one sending in a 
paper received a white Mazda lamp. 
| The Southern Public Utilities Co. 
‘has inaugurated in all the cities and 
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“When ‘You Buy 


* 7 an 
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F's up your depleted stock 
with Jefferson Lamps—they 
are the most-advertised quality 
lamps manufactured, therefore 
they are in greater demand by 
your customers. 


If you have our catalog on file, 
simply ’phone, wire, or mail your 
order. Our greatly enlarged 
manufacturing and storage facil- 
ities enable us to make shipment 
promptly. 

If you do not have a copy of our 
catalog, write for one, immediately 
—you can order from the large 
illustrations which are shown in 
actual colors. Use the coupon 
below, if you wish. 
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FOLLAN/SBEE WEJST VIRGINIA 
707 Main Street 
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Above is reproduced the next 
consumer advertisement in our 
National Advertising Cam- 
Watch for it in the 
February 2, 1924, issue of The 
Saturday Evening Post. 
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FOLLANSBEE, W. VA. 
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Please send me your catalog 


Name 





Street Address 


City 


State 
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enamel 


“Red Spot” was the 
original Kitchen Lighting 
Unit. 


[It has always been the 


best Kitchen Lighting 
Unit. 

And now we offer a 
porcelain enamel “Red 


Spot” with unique struc 
tural features which set 
an ehtirely ez standard 

Samples of this unit arc 
already in the hands of 
over 100 Jobbers of Wake 


field material. Ask to sec 
it. It looks better than 
the picture, and—the price 
is right 








F. W. Wakefield 
Brass Co. 
Elberta St., Vermilion, Ohio 


Pacific Coast Representatives: 
GEO. A. GRAY COMPANY 
Los Angeles and San Francisco 





akefield 


porcelain 


kitchen unit 





















RED 
SPOT 
IS 


SOLD ONLY 
THROUGH 


JOBBERS 
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towns of its territory, an educational 
campaign on the importance and ad- 
vantages of proper lighting. At the 
outset, the campaign centered on kit- 
chen lighting, and on October 1 the 
“drive” started on that feature. It is 
expected that a large percentage of 
the organization’s 26,000 residential 
customers will avail themselves of the 
opportunity to illuminate the “work- 
shop of the home.” 
* * 


Chicago Lighting Market Will 
Break Records 


The three great points of interest 
to the lighting equipment industry at 
the Hotel Sherman, Chicago, January 
21 to 26, are the Market, the Deal- 
ers’ Convention, and the Billion Slo- 
Display. The last will give 
manufacturers and dealers a compre- 


gan 


hensive view of what has been done in 
this great movement during the first 
The display, 
which is a remarkable demonstration 


vear of its existence. 
of co-operation throughout an indus- 
try, will show what it means to tell 
people a billion times a year to “No- 
tice the Lighting Equipment.” 
Judging from the reservations for 
space and sleeping rooms, and the in- 
tense interest shown in inquiries and 
correspondence, this will undoubtedly 
be the most popular Lighting Equip- 
Exhibit 
space is sold through the National 


ment Market ever staged. 


Council of Lighting Fixture Manu- 
facturers. Incidentally this organiza- 
tion has come to the fore with a rush, 
22 applications for membership hav- 
ing been received within a few days. 

Of outstanding interest among the 
fcatures are talks by Harry Newman 
Tolles of the Sheldon School, chalk 
talks by Robert Parrish, designer for 
Cassidy, New York, and short talks 
by leading lighting equipment dealers 
on vital subjects. There will also be 
a series of Round Table conferences 
where dealers’ problems will be dis- 
cussed under the leadership of compe- 
Sufficient time will be 
given to these propositions, something 


tent chairmen. 


not possible in a general meeting of 
The luncheon con- 
ferences will be resumed this year to 
give all in attendance a complete view 
of the electrical field, and the distinct 
place therein held by the lighting 
equipment industry. 


the convention. 
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Off at 
the Post! 


Saturday Evening Post 


Buss Lamps are already far in 
the lead, and big Buss adver- 
tisements every month in The 
Saturday Evening Post are go- 
ing to increase that lead. 


Here is the January ad—a half 
page. Will it sell Buss Lamps— 
at $2—to the 5,000,000 men and 
women readers of the Saturday 
Evening Post? Will it?--will the 
sun rise tomorrow? 


Remember, Buss was already the 

fastest selling lamp in the world, 
and going stronger and stronger, day 
by day, even before the aid of the 
advertising now starting. 


You don’t have to wrinkle your brain 

much to imagine what your sales and 
profits can be or will be on Buss Lamps 
this year—“Just show ’em you have it.” 


Buss Lamps retail at $2. 
Cost you only $1.33 each. 


(Canada retasl $3—your price $2) 


Each in individual carton. Packed ten in 

a case. And every case contains the means 
of selling them—window posters that make em 
stop—counter cards that make ’em read— 
lamp stands that make ’em Jook—everything 
to make Buss Lamps your sa/es Jeader. 


If you are not handling this rapid fire item, 
you are losing real dollars every day you don’t. 


If you have been handling it and know what 
you did last year, you can depend on it that your 


1924 sales will make 1923 look sick in comparison. 


Orders! Orders! Orders! Watch 
’em. Half pages in the Saturday 
Evening Post! Five million men 
and women readers see them. Will 
they buy Buss Lamps—at $2? Will 
dealers sell them? Will you? 


First answer: They will! 

Second answer: They will! 

Third answer: You will—by the 
hundreds! 


Moral: Just show ’em you have it, 
and if there is any dealer anywhere 
who doesn’t respond with an order— 
ask for his obituary. 


A Prosperous New Year to you. 


Good luck and go to it! 


Bussmann Mfg. Company, 


St. Louis, U. S. A. 
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Spiral Chute Pays Dividends 


There is nothing obscure or mys- 


terious about conveyors and chutes 
tor the safe and speedy handling of 
merchandise, yet with the exception of 
the old reliable alley-to-cellar slide 
for pipe and barrel goods, their use 
jobbers is by no 


among electrical 


means general. The increase is sufh- 
cient, however, to show that in the 
near future a modern conveying sys- 
tem, both up and down, will be stand- 
ard equipment in the jobber’s estab- 
lishment. 

The progressive wholesaler will not 
hesitate at expense if assured of actual 
saving of time and labor, with conse- 
He is 


not putting in fancy systems merely 


quent improvement in service. 


for advertising his progressiveness. 


definite 
return of the outlay, 


Devices must show a value 


and eventual 
though it may take years. 

In transacting wholesale business 
the weight, bulk, breakage and depre- 
ciation are in the goods themselves. 
li follows that, in eliminating delay 
and congestion by mechanical means, 
expenditure must first be concentrated 
on the actual moving of goods to 
For this 
the 
spiral steel chute heads the list, con- 


their proper destination. 


purpose, in an electrical house, 
sidering first cost, saving, capacity, 
convenience and space required. In 
addition it is fool-proof, everlasting, 
and requires no upkeep or tinkering. 

Illinois Electric Co., Chicago, in- 
stalled one of these chutes in its ware 
house about two and a half years ago. 


a: 


facts regarding the installation, as 


Duncan gives some interesting 


well as the improvement in service 
resulting from its use. Belt conveyors 
were first considered and rejected, not 
on account of any fault, but because 
the 


supply house would result in power 


intermittent requirements of a 


For infor- 
mation it may be stated that the most 


waste in all-day running. 


perfect system for a business just 
large enough to consider the belt fea- 
ture, is a combination—belt going up 
and chute going down. 








The actual cost of installation fig- 
ured roughly at $1,100.00 from the 
third to the first floor. This would 
apply to any old building of ordinary 
construction. The price included fire 
doors in the chute and the cutting and 
The latter 


sections of 


reinforcing of two floors. 


was necessary because 
joists were removed from the outer 
edge of the chute hole to the wall. If 
the chute were placed in the center of 
¢he floor, more reinforcing would be 
necessary. 

The diameter of the chute described 
is six feet, the width of trough 36 
inches, accommodating 


any reason 


ably sized package. The descent is 
certain but gradual, breakage impos- 
sible unless the package is heaved into 
the chute. The goods emerge on the 
first floor in the shipping room within 
a few feet of the loading platform. 
At the 


pitched to a 5 per cent grade, which 


end is a five-foot extension, 
brings any package to a gentle stop, 
regardless of weight. 

Actual figures of saving in money 
are of course impossible. The only 
way to visualize the immense benefit 


is to watch a shipment glide to the 


A Wa 
WMA | 


tirst floor. 
gone and ali those boxes being loaded 


Then imagine the chute 


on the elevator, unloaded on the first 
Re- 
member how busy these elevators are. 


floor, then again onto the truck. 


Multiply one such instance by about 
5,000 for a years’ work and the re- 
sult 
saving of time, money, labor, wear and 


is an astounding revelation in 


tear and morale. 

The greatest benefit probably is in 
in:proved service, the thing that sells 
supplies. Moving goods is a mechan- 
ical operation and should be free from 
Cut- 
ting in two the time and effort of han- 


mental strain and annoyance. 
dling leaves the men free to soive 
worth while problems. 


* * * 


Ripple Joins Moose in Maine 

M. C. Ripple, president of the 
Elliott Electric Co., Cleveland, spent 
on a hunting trip in the 
Soon after he left the 
sales force, presided over by E. J. 


six weeks 
Maine woods. 


Bonswor, secretary, held a banquet at 
the Hotel Cleveland, probably to dis- 
cuss ways and means of making a big 
showing during Mr. Ripple’s absence. 

















Harry- Rinder ‘“‘Chuting’”’ One From Third to First in Hlinois Warehouse 
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Message after message of electrical 
comfort and convenience for home- 
owners and “home-wishers” will be 
broadcast by this year’s Advertising. 


Thousands more will send for this 
book telling how to gain the benefits 
of electricity through these ‘Modern 
Servants” which they will buy from 


General Electric dealers. 


Merchandise Department 
General Electric Company 
Bridgeport, Connecticut 





2nrenwenmnsags.® 
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The Guarantee of Excellence 
on Goods Electrical 


MERCHANDISE DEPARTMENT 


GENERAL ELECTRIC 
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Opportunity 
a Table Stove 


to sell at $425 


Removable Element—easily cleaned. Contins alia ise quickly 
Ebonized Handle—easy to manipu- cleaned 

late. Reblamable Unit— easily and quickly 
Fibre Feet—will not scorch or mar replaced by any dealer. 

any surface. Removable Appliance Plug—exceed- 
Finish — nickel, highly polished. ingly convenient. 


The New HOTPOINT TABLE STOVE 


Catalog No. 116D29 Wattage 660 Standard Package 3 


Order from Your Jobber NOW 
Delivery Will Be Made Out of Stock 


“hi “U4 . 


Dimensions: Cook- 
ing surface 6 inches 
by 6 inches. Height 

2% inches. Weight: 
packed, 3 pounds; un- 
packed, 2% pounds. 


71) a AM | mn MM 
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The introduction 
of this stove by 
a nationally- 
known manufac- 
turer at last pro- 
vides the Ameri- 
can public witha 
portable Cooking 
Servant of 
highest quality at 
a price everybody 
can afford and 
’ will gladly pay. 





January, 1924 


THE JOBBER’S(AIJSALESMAN 











4. 44.4. 4 < 









CEL LEEK E ECCS ff EC SEES KEKE 





destined to be one of the fastest-selling num- 
bers you ever put in stock. 


"Tee new Hotpoint Table Stove is deservedly 


An enormous demand for this table stove is as- 
sured by its convenience and the unlimited uses to 
woich it can be put—for toasting, for frying, for 
boiling. 

Its compact and attractive design make it usable 
in the kitchen for the breakfast bacon or for toast, in 
the bathroom for that hurry-up shave, in the bed- 
room for heating baby’s milk, or on a teacart in the 
living room for the evening fudge party or for an 
after-theatre rarebit. It can be readily slipped into 
a traveling bag for trips or outings. 


SN0444404 4044644444440 4 4c eect 


Prepare ~ Get Your Share 
of this #/i/2i"l Table Stove Business 


National advertising in The Saturday Evening 
Post, Ladies’ Home Journal, and other magazines 
and newspapers will greatly multiply the natural 
demand for this, the newest addition to the Hot- 
point Family of Table Servants. 


The public, because of the unfaltering service ren- 
dered by all Hotpoint Servants, will recognize this 
as the standard of dependability in table stoves. 


The new stove is made according to the same 
high standards which characterize all Hotpoint 
Servants, and while produced to sell at the excep- 
tionally low price of $4.95, you can safely sell it 
to your customers with perfect assurance that it 
will render absolute satisfaction. 
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The Hotpoint Sales Promotion Department is fully prepared and will 
gladly furnish a complete assortment of ready-to-use newspaper ads, window 
cards, and folders exploiting this new Table Servant. Simply address: 


EDISON ELECTRIC APPLIANCE CO., Inc. 


5600 West Taylor Street : Chicago, IIl. 


ATLANTA SALT LAKE CITY 
ST. LOUIS 


BOSTON NEW YORK CHICAGO =: ONTARIO, CALIFORNIA 


> >> >>> > >>> >>> >>>> > 


CLEVELAND 
Also Makers of a Complete Line of Hotpoint Electric Ranges 
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Make Friends 


with the 


SLevotter 


REG, U.S, PAT, OFF 


Candle Pull Socket 


Made Right Standard Length 


Easily Wired Excellent Value 





The Levolier Candle Pull Socket makes friends of both the 
dealer and user because it is an unusually good candle pull. 
The nipple yoke is open at one side to speed up wiring. 
The socket fits into place easily and securely. Chain is 
readily detachable and new style detachable ball is fur- 
nished. Chain and ball have the popular silver lustre finish. 


Once in place the Levolier Candle Pull Socket needs no 
more attention. It is practically fool-proof. 


These features, found only in the Levolier Candle Pull 
Socket, make it a popular seller. 


There is an increasing business for candle pulls. Get your 
share of it by recommending the serviceable Levolier Candle 


Pull Socket. 


Cotatog Member O0................................ List Each 75 Cents 





NEWS NOTE—We are in good shape to handle all orders for 
Levolier Candle Pull Sockets. Electrical papers for January are 
carrying the message of this candle pull to dealers. We are offer- 
ing to send a free sample to dealers. Of course, this offer holds 
good for any of your dealers. Have them write for samples. 


4 MCGILL D 


MANUFACTURING CO. 


Electrical Specialties of Quality 


ESTABLISHED 1004 


VALPARAISO + INDIANA 
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Mann Electric Westinghouse 
Agent 

The Mann Electric Supply Co., 
operating an exclusively wholesale 
business at 701 Gervais street, Co- 
lumbia, S. C., has been appointed 
Westinghouse agent-jobber for the 
state. This necessitated more than dou- 
bling the capacity of its warehouse, 
which is located in the heart of the 
wholesale district with a private rail- 
road siding. The storage space was 
increased from 7,000 to 18,000 square 
feet. In addition, it is able to draw 
on the Westinghouse warehouse at At- 
lanta, Ga., with its 100,000 feet of 


space and correspondingly large stock. 
* * * 


Iowa Jobber Opens Wisconsin 
Branch 

The Crescent Electric Supply Co., 
Dubuque, Ia., has taken over the sup- 
ply stock of the Taylor Electric Co., 
Madison, Wis., and will operate a 
branch house in that city. W. R. 
Muehl, formerly with the Taylor 
Electric Co., will be manager of the 
new branch. 








A. H. Feitner, shipper at the Newark 
branch of the Parr Electric Co., and one 
of the main reasons for Parr’s excellent 
service. A. H. is father of the idea in 
the December Josper’s Satesman of plac- 
ing spools of cord and wire on an axle 
of pipe for convenience in cutting off odd 
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TO ALL DEALERS, JOBBERS 
and MANUFACTURERS 


attending the convention and LIGHTING EQUIPMENT 
MARKET to be held at the Hotel Sherman, Chicago, Jan- 
uary 21 to 26, the BEARDSLEE CHANDELIER MFG. 
CO. extends a cordial invitation to visit its exhibit on the 
12th floor of the hotel—Rooms 1209 and 1200A. 


We believe that this opportunity to compare designs, workmanship and 
prices of the leading makers of lighting equipment is not only a good 
thing for the dealers and jobbers, but for the manufacturers as well. 
Our competition is not primarily among ourselves but with the manu- 
facturers and distributors of other products who attract to their own 
industries money that might otherwise be spent for lighting equipment. 
Only by united action can we make the public “Notice the Lighting 
Equipment” and buy more of it. 


A A 














B 


\ 0 


“Wotice the Lighting Fauipment™ 


Look for the Beardslee trade- 
mark. Itis your guarantee of 


QUALITY 


BEARDSLEE 





CHANDELIER MFG. Co. 
218 South Jefferson Street 


CHICAGO 


NEW DESIGNS in 
CHANDELIERS «4 BRACKETS 


Beardslee designers and craftsmen have been busy for 
months past preparing for the big show. We believe that 
we have gauged accurately the public taste and the public’s 
pocketbook and that the new Beardslee designs in chande- 
liers and brackets will be found to conform to both. 


Don’t miss the Lighting Equipment Market if you can possibly come. 
But if it is impossible to attend send us your name and address and we 
will mail you (after January 27) illustrated descriptions and prices of 
the latest Beardslee designs, which we are confident will be among the 
“best sellers’ in 1924. 

















COMMERCIAL LIGHTING 


An important part of our exhibit will be devoted to com- 
mercial lighting units. The DENZAR you already know— 
thousands have been installed in stores, offices, schools, 
banks, hotels and public buildings in all parts of the 
United States. Our line includes commercial lighting units 
covering a wide range of styles and prices. 


Our new pamphlet entitled “Commercial Lighting’ should be in the 


hands of every dealer. We will gladly mail you a copy on request. 
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Ways to Save Money 


Practical Hints from 
the Field of the Other 


Fellow’s Experience 











HORT items have always been 
S a drag on service as well as a 
slice off the profits, regardless of 
whether the material is picked up in 
town or ordered from the factory. 
Granting that every live firm strives 
to eliminate back orders through bet- 
ter records and stock keeping, still the 
festive B. O. 
The next step therefore is to improve 
service and save money better 
handling of back orders which cannot 
be abolished. 

The material on any back order 
not a direct shipment is always de- 
livered to the receiving clerk. Ob- 
viously the sooner he knows to which 
customer the goods belong, the sooner 


remains in evidence. 


by 


he can send it on its way. The 
answer is to keep all back orders on 
file in the receiving office. The II- 


linois Electric Co., Chicago, has done 
this for. years, finding it of: great 
value in improving service. No doubt 
others are doing it. 

Anyone familiar with the shipping 
and departments knows 
that nowhere in the house does time 
mean so much. With the file on the 
spot only a few moments are required 
to extract the order, mark it for ship- 
ment and place it in the bin with the 
When the orders are kept up- 

Half the 
ticket 
inquiry 


receiving 


goods. 
stairs all this is changed. 
the 

frenzied 


time someone has out, 


answering a from 
the customer as to shipping date. Any 
delay may mean missing the city de- 
livery, the the 
freight truck. 

It should be stated that the great 
benefit from keeping back orders on 


express driver or 


file in the shipping room will be neu- 
tralized unless the tickets are typed 
all 


Of course all ordering is done 


and sent below’ with possible 
speed. 
from the original ticket, but shipment 
can only be made on the back order. 

Many of the items short are stand- 
ard goods on order and liable to come 
in any minute. Therefore if a ship- 


ment which will clear several back 
orders comes in before they are made 
out, unnecessary delay is the result. 
In the case of items picked up in 
town there is no back order, the orig- 
inal ticket is held until the material is 


in. In this connection it is 


brought 





vitally important that both ordering 
and picking up be done at the earliest 
possible moment. Suppose that on an 
order for 15 items the house is short 
three, which can be picked up from 
other jobbers. It is possible for the 
driver to return without any of the 
three items, through prior sale or 
wrong information. Unless the ship- 
ping department knows this in time 
to re-order or cut the balance loose 
the same day, the whole order is held 
up. 

Remedies are easily suggested but 
hard to carry out. In this case, as 
in most service troubles, improvement 
lies not so much in new rules and 
methods as in the rigid observance of 
those already in use. 

eo 8 


Handy Chute from Sidewalk 
To Basement 

TIME and money saving device 

which can be put up at a cost 

of not much over $50.00 is installed 

in the of the Commercial 

Electric Supply Co., Toledo. It con- 


basement 








Construction of Handy Chute 


sists of a chute leading down from a 
sidewalk opening to a point a few 
inches above the floor. 

It is not built the 
curve but in planes having three dif- 
It 


is in effect a wooden trough about 18 


in form of a 


ferent angles with the horizontal. 


inches wide and 5 inches deep, lined 
with sheet iron on bottom and sides, 
and with a heavier strip of metal on 
the top edges. 

Anything from small packages to 
pipe and barrels are readily handled 
in this chute, the bulkier boxes and 
barrels riding on the edges. 

Time and expense were entailed be- 
driving around into the alley, 
of the 
elevators and then getting them out of 
the Now the chute takes 
care of nearly everything, all, goods 


fore in 


loading materials into one 


elevator. 


being sent to the basement and from 


there taken to the other floors, 
generally with fewer trips. 
“ * * 


Salesmen Save While Accom- 
modating Customers. 
CERTAIN saving is 
plished by Illinois Electric Co., 

Chicago, not from any definite order 

or plan, but as the result of voluntary 

co-operation between city salesmen 
and the shipping department. 

In any establishment there are al- 
ways certain rush orders telephoned 
in for small but important items, too 


Any good 


accon- 


late for regular deliveries. 
salesman is willing to take along an 
order needed by the customer. In 
this case, finding that the dealers’ ap- 
preciation of this assistance meant 
more business and good will, the Illi- 
nois men have formed the habit of 
inquiring for rush items going their 
way. 

When the customer telephones in 
for a much needed order it is a great 
relief when he hears that it will reach 
him the same evening or first thing in 
the morning instead of on a regular 
delivery. Regardless of what class 
the customer is in, he will naturally 
be grateful and hunt around for some- 
thing else needed which he can order 
from the salesman who delivers the 
package. 

Outside of the extra business re- 
sulting, which is known to be con- 
siderable, expense is lowered on spe- 
cial deliveries and the trucks save on 
gas and wear and tear. The delivery 
made by the salesman is in most cases 
on gas which would be used whether 
or not he performed this special serv- 


ice. 
* - * 
Put a “Kick” in What You 
Say 


The purchasing agent for a large 
factory was speaking of the tendency 
of salesmen in competitive lines to 
sing the praises of what they are sell- 
ing to the same tune. He said that 
during the last week three belting 
salesmen told him their belting was 
“the best on the market.” 

In contrast with this, another sales- 
man told him that “quality runs 
through our belting like a vein of 
gold.” The expression cut deeper 
than the salesman realized—at any 
rate, the buyer was sufficiently im- 
pressed to find out what the quality 
of that salesman’s belting was. 
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Satisfaction All Around 4 


The only kind of a business deal any decent man wants 
to have anything to do with, is the deal that brings gain to 
everybody. . 


When you sell ““Union’’ Renewable Fuses, you and the 
retail dealer are satisfied because you ~ 
both make a good profit and are abso- 
lutely certain that you will not receive a 
“kick” later, due to the fuse not giving 


honest service. 


nh a ee” 


\ SEEL 4h 
RENEWABLE FUSES 
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The consumer, too, will be satisfied because he will find that 


Union” Renewable Fuses are the easiest and quickest to renew and 





that they withstand the greatest number of blowouts. Consequently 
he will find that the 





“Union” Saves More than ANY Other Renewable Fuse 








If that is the kind of goods you have found it most profitable to sell hus 
—goods that give satisfaction all around—then let us tell you more 
about ““Union’’ Renewable and Non-Renewable Fuses. Send today (aaa 


for our Catalog No. 29. 


CHICAGO FUSE MFG. CO. 


Manufacturers also of Switch and Outlet Boxes, 
Cut-Out Bases, Fuse Plugs, Fuse Wire and Automobile Fuses. 
CHICAGO NEW YORK 
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Electric Light Fixtures 


OW, while everybody is checking up stocks 

that must be carried over into 1924, is the 

best time for jobbers’ salesmen to prove to deal- 

ers that electrical supply jobbers handling 

Williamson Electric Light Fixtures are the 
logical source of supply for them. 


With the jobber carrying in stock a complete 
line, there is no reason why an electrical dealer 
should tie up capital when deliveries to him will 
be made quickly to meet the requirements of 
each sale. 


A sample line as a selling basis is practically 
all the dealer needs. And buying from the job- 
ber only in the quantity necessary to fill orders, 
will prevent accumulation of an assortment of 
items that is not always readily disposed of. 


R. WILLIAMSON & CO. 


CHICAGO 
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100% Jobber Policy 


HE jobber’s salesman today has a proposi- 

tion which successfully meets competing 
argument from factory-direct-to-dealer sources. 
It is logical that with volume production main- 
tained on standard lines a lower selling price is 
possible on electric light fixtures same as on 
other standard lines merchandised through well 
established channels of distribution. 


This is part of the Williamson Plan of distribu- 
tion through jobbers to develop close coopera- 
tion with dealers and to bring out the potential 
service which the jobber can give at close range 
and do it with an understanding of the peculiar 
needs of the individual dealer’s business. 


R. WILLIAMSON & CO. 


CHICAGO 
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Cleveland 


Type 6 charges 6 
Volt Storage Bat- 
tery from any 110 
Volt 60 Cycle lamp 
socket at average 
rate of 6 amperes 
or over if battery 
needs it. 





Profits! Ready 
To Fall In 


Your Pockets 

Ten_ years’ specialization 
building only F-F Battery 
Chargers, has resulted in a 


product so notably perfected 
that you and we can _ back 
them to the limit. 


Distinctive features embod- 
ied in each F-F Charger have 
established their enviable repu- 
tation as the most satisfactory 
charger. 

Many, many thousands of 
satisfied customers gained over 
a period of ten years, have 
created a tremendous good will 
for the 


Fe 


The importance to you of the 
extensive national F-F advertising 
of the present, coupled with the ac- 


BATTERY 
CHARGER 


ee 


cumulated effect of many past 
years advertising, needs no com- 
ment. 


All these—in a product that has 
the most attractive retail price, and 
the wide utility, and the assured re- 
liability, demanded by discriminat- 
ing buyers— 

Are your pockets open? Ready 
to receive the handsome returns 
that are yours for the handling of 
F-F Battery Chargers? 


Wire or Write Immediately 
For Full Particulars. 


The France Mfg. Co. 


10437 Berea Road, 
CLEVELAND, OHIO 


Oldest Manufacturer of the first Suc 
Mechanical Charger. 
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Iron City Men Guests at 
Butler, Pa. 


On December 8, 1912, the 


Pa. 


ment to John E. Flack. 


have passed, and, keeping pace with 
the growth of the city, Mr. Flack ad- 
vanced in the electrical industry until 
his volume of business necessitated a 
change in the size and arrangement of 


his store. The result of 


healthy growth, these changes were 


made to accommodate 


as well as to afford more space. for | 


merchandise. 


Therefore, it was fitting on Decem- 
1923, that there should be a 
special invitation to the people of But- 
ler to see his new remodeled store with 


ber 8, 


its new radio department. It was a de- 
cided success. In recognition of the sup- 
port given Mr. Flack in his rise to | 
present day standards of merchandis- | 
ing, various members of the Iron City 
Electric Co. organization in Pittsburgh 
were invited to a dinner in Butler the 


evening of the celebration. 


It was a most enjoyable evening, 


both organizations who listened to the 


early methods of selling. 


Butler 
Light, Heat and Motor Co., Butler, 
sold its merchandising depart- 
Eleven years 


steady, 


his customers 








Evidently “Clem” Hillis isn’t getting by 
with his fish story judging by the look of 
disdain on the face of Tom Morgan, “Cub” 
Both are with Electrical Ap- 
pliance Co. at San Francisco. “Clem” says, 
And the “Cub” sales- 


salesman. 


“It was that long.” 
man says—well, he says it with looks. 


























| Tensile Strength 
Firestone Friction sabe is placed in the 
jaws of this machine and slowly stretched 


ies tensile strength is approximately 46 

pounds per square inch of width. Navy 

specifications call for 40 pounds, or 30 
pounds for 3-4 inch. y 


A National 


Reputation 


for Dependability Behind It 
| 


Laboratory tests have definitely estab- 




















| lished the quality and merit of Firestone 
particularly to the younger men of | Friction Tape. 


In adhesive and dielectric strength it 


| goes far beyond the strictest specifica- 
‘tions of the Government and Navy. The 


| sulphur, 


dielectric strength, freedom from active 
its uniform quality both in 


| fabric and friction make it ideal for all 








commercial or electric use. 


But behind the product itself is the 
Firestone reputation for quality and de- 
pendability. This means quick sales and 
reduced sales efforts for you. The name 
is on the Carton. Nearly every man 
who buys tape knows the high standard 
of quality it always represents. 


Sold through leading jobbing houses. 
Full specifications, and jobbers and 


dealer prices from any Branch or the 
Home Office in Akron, Ohio. 





Firestone 


FRICTION TAPE 
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Large Orders Placed at Chicago 
Radio Show 


Chicago’s second annual radio show 
will go down into history as one of 
the greatest trade shows ever held, no 
fewer than 383,000 persons having 
taken a more or less active part in 
the show. For anybody who doubted 
the wide-spread interest in radio, the 
general prosperity and stability of 
the industry and the great future in 
store for radio, the Chicago show, 
held in the Coliseum and Annex from 
November 20 to 25 was a great con- 
vincer. 

During the six days of the show 
91,281 exclusive of 
hibitors staffs, passed 
through the doors and 4 total of 291,- 


persons, ex- 


and their 
647 more persons sent in answers to 
the “Listener's Program Vote’ which 
was conducted by stations KYW, 
WDAP and WJAZ for the show man- 
agement. This response is, no doubt, 
the greatest ever obtained in any kind 
of a public contest, with the excep- 
tion of elections, and proved the great 
power of radio as an advertising me- 
dium. 





The entire main building of the 
Coliseum was given over to the ex- 
hibits made by the manufacturers and 
the 


some of the 
entertainment The 
was occupied by the amateur display 


distributors and to 


features. annex 
of home-built receiving sets and to 
the lecture and also to a motion pic- 
ture theater. 

From all over the middle west hun- 
dreds of dealers came to Chicago for 
the show and one retailer alone placed 
more than $60,000 worth of orders 
with the exhibitors. In fact, the di- 
rect benefit to the exhibitors was al- 
most unbelievable. One manufacturer 
of high-priced sets booked one order 
for more than $40,000. A maker of 
transformers took three orders, each 
for more than $8,000 worth of parts. 

It is not likely that even automo- 
bile shows have ever attracted crowds 
with heavier buying power than those 
filled the Coliseum after- 
noon and night. An outstanding fea- 
ture was the fact that very few chil- 


who each 


dren attended the show. In the past 
they have formed a large part of the 


crowds. The fact that it is the heads 





One of the Commonwealth Edison’s Windows Featuring Listeners’ Program Vote in Connection With Chicago Radio Show 








of families who are now interested in 
radio was further evidenced by the re- 
sponses in the ‘Listeners’ Program 
Vote.” A majority of the 291,647 
who wrote in their choice of broad- 
cast programs asked for “old time 
songs.” 

The amateur set display was one of 
the features of the show. More than 
100 home-built sets, ranging from a 
crystal receiver an inch and a half 
square to a 12-tube super-heterodyna, 
were on display in the Coliseum An- 
nex. The sets were entered from all 
parts of the United States and were 
divided into two classes—an open 
class for all amateurs and a special 
class for the most unique crystal or 
one tube set built by any Cook county 
school pupil. 

When it came to awarding the 
prizes the judges selected were R. H. 
G. Matthews of the Zenith Radio 
Corp.; E. T. Flewelling of the Buell 
Manufacturing Co., and William J. 
Schnell of the Electrical Research 
Laboratories. Each did his own judg- 
ing and then the three met to deter- 
mine the winners. It was then found 
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Call the attention of your dealers to the RCA mark on your radio goods 
—the RADIOLA name on the receiving sets—and RADIOTRON on 
every vacuum tube. Everyone who reads magazines knows these 
names. Everyone who talks radio with anyone else has heard big 
tales of the performance that they stand for. RCA advertising and good 
will are a big part of your stock in trade. Make use of them. If you 
sell the genuine—tell the public so. It pays to carry only the best. 
And it also pays to call the public’s attention to the fact that you do. 


JOBBERS; Are you getting all the 


E , k y c Hy r ; < . 
veryone knows Radiotrons by their names a adhie tele? Aas Ser dha. 





RADIOTRON WD-11, RADIOTRON UV-201A, And put your name on the RCA 
RADIOTRON WD-12, RADIOTRON UV-200, mailing list for valuable sales infor- 
RADIOTRON UV-199. mation sent out monthly. Mail the 
coupon today. 
Radio ere of America i >= ---- 
Sales Offices: 


: 233 Broadway, New York 
10 So. La Salle Street, Chicago, Ill. 433 California Street, San Francisco, Cal. 


adiola 


REG. U.S. PAT. OFF. 


Radio Corporation of America, 
Dept. 541 


(Address office nearest you 
Please put my name on the RCA mailin 
list. 


Name.... 





\c Idress 








































66 


THE JOBBER'’SfA|SALESMAN 
a 

















New Radio Products, Illustrated 
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The development of the “Ether- 
phone” broadcast receiver, Model 
RX-1, is an achievement which 
brings within the reach of all who 
are located within 25 or 30 miles 
of a station, the benefits and pleas- 
ures of loud speaker reproduction. 
Headphones may be discarded ex- 
cept for long distance reception. It 
is an instrument with all the ad- 
vantages of multi-tube sets, yet re- 
quiring but a single tube, operated 
by dry cells. The “Etherphone” is 
manufactured by the Radio Appa- 
ratus Co., 39 Milwaukee avenue, 
West, Detroit, Mich. 




































The Allen-Bradley Co., Milwau- 
kee, Wis., has added a fourth item 
to its list of radio products, known 
as the “Bradleyswitch.” This is very 
compact, completely enclosed, sin- 
gle-pole switch for opening battery 
circuits. It is mounted by drilling 
a hole in the radio panel and secur- 
ing the switch by means of a knurled 
nut. The switch is operated by 
pulling or pushing the switch button. 
The “Bradleyswitch” is nickel plat- 
ed and the button is polished black, 
thus conforming with the standard 
finish used for radio equipinent. 





so arranged that both sides are inter- 
changeable, locking together at the 
base. Below is shown the complete 
transformer with leads trimmed and 
soldered to punched and tinned ter- 
minals, which are under the nickel 
plated knurled screw heads, complete 
and ready to be installed in the set 
in short order. 

The winding that was finally de- 
veloped was found to be the one most 
efficient for Kellogg transformers, Its 
problems involved the finding of the 
proper thickness of paper, the proper 
kind of insulated wire to provide the 
correct number of ampere turns and 
impedence, The one-piece laminations 
of silicon steel have no punched holes 
to cause eddy currents and _ losses. 
This one-piece lamination is exclusive- 
ly a feature of the Kellogg trans- 
former. It provides an exceptionally 
true electro-magnetic core. The steel 
is a special thickness and undergoes 
special chemical analysis. 


The engineers of the Kellogg 
Switchboard & Supply Co., Chicago, 
were given the problem of producing 
an audio frequency transformer which 
would accurately repeat music and 
speech. The difficulty involved in de- 
signing an audio frequency trans- 
former, it was found, was a problem 
of providing a transformer that 
would function equally as well on the 
low (or bass) voice, as on the high 
frequency (or 5th position of the 
violin). 

Two views of the transformer pro- 
duced as a result of the experiments 
are shown. The top cut illustrates 
the enameled brass housing or shield- 
ing. To correctly shield these trans- 
formers that they may be mounted in 
any position desired without losses, 
this brass shield was designed. It is 











Mfg. 


Some of the features of the ‘Master Fore” 
battery charger offered by the Fore Electrical 
Co., St. Louis, Mo., are: 
practically noiseless; compact; has no heat ele- 
ment; terminals are marked; has the standard 
plug fuse same as used in house lighting cir- 
cuit; has a six-foot extension for attaching to 
light socket with a standard two-piece attach- 
ment plug; completely closed in, yet accessible 
from the top and front panel; charges “B” 
batteries; mounted on a black japanned base 
with rubber feet, and has been approved by 
the National Board of Fire Underwriters. 


Simplicity ; 








The new “Valley” type ABC radio 
battery charger is something different 
from any other battery charger in 
that it will charge 1, 2, 3 or 4 “B” 
batteries as well as “A” and “C” bat- 
teries. A bakelite panel has been 
adopted for the face of the charger 
with fittings and other parts. It is a 
product of the Valley Electric Co., 
2157 South Kingshighway, St. Louis, 
Mo. 
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Inside the Arctic Circle, nine degrees 
from the North Pole, a little 89-foot schooner is 
frozen fast in the ice of Smith Sound. Aboard 
this schooner a group of brave men are enduring, 
as best they can, the desperate cold of the Arctic— 
cold that often drops to 60 degrees below zero. 
Human atoms in a boundless field of ice! 


Cold is hard to endure, but far more terrible is the 
Arctic solitude—unbelievably oppressive. Radio, at 





Medel 4R—The new Zenith 4R “Long-Distance” 
Receiver-Amplifier comprises a complete three- 
circuit regenerative receiver of the feed-back type. 
It employs the Zenith regenerative circuit in 
combination with an audion detector and three- 
stage audio-frequency amplifier, all in one cabinet. 

Because of the unique Zenith “selector,” unusual 
selectivity is accomplished without complication of 
adjustment. 









length, has broken this spell forever! The Zenith 4R may be connected directly to any 
f; H. ] loud-speaker without the use of other amplification 
Concerts rom onolulu! for full phonograph volume, and reception may be 


Daily, by means of powerful sending and receiv- 
ing apparatus, the crew of the “Bowdoin” are in 
communication with relatives and friends in the 
far-off States. Daily they listen to concerts as far 
away as Chicago, Dallas, and Honolulu! 

When the sanity, the very lives of one’s shipmates 
may depend upon contact with the outside world, 
none but the best is good enough. 


Dr. MacMillan’s Choice—the Zenith 


of more than 2,000 miles 


satisfactorily accomplished over distances $85 








Out of all the radio Sets on the market, Dr. _ Model 3R—The new Zenith 3R “Long-Distance” 
MacMillan selected the Zenith exclusively — because Receiver-Amplifier combines a specially designed 
of its flawless construction, its unusual selectivity, arta Reiner amplifier with the super- 
: ous : efficient Zenith three-circuit regenerative tuner. 
= dependability and its tremendous reach. " s Fine vernier adjustments—in connection with the 

rea is Operator, on boar e owdoin” in unique Zenith aperiodic or non-resonant “selector” 

Already h t board the Bowd que Zenith od lect 
Northern Greenland, has tuned in several hundred primary circuit—make possible extreme selectivity. 
stations. You along the Atlantic who brag a little 2,000 to 3,000 Miles with Any Loud-Speaker 
when you tune in Catalina Island—what would you | The new Zeanh Sh hes beclen aif recesses, even 

if you tuned in Hawaii from the Arctic Circle? ‘. those set by its famous predecessors of the Zenith line. 
ony EO ic Uircle: Satisfactory reception over distances of 2,000 to 3,000 

The set that Dr. MacMillan has is a standard miles, and over, is readily accomplished in full 

Zenith receiving set. And you can do all that oe aan ~~ —- loud- speaker. No 
. . . / special skill is required. 
MacMillan does, and more, with either of the two A The Zenith is the only set built which is capable of 
new models shown at the right. Their moderate .  /* being used with all present-day tubes as well as 
price brings them easily within 7 m with any tubes that may be brought out in the future. 
your reach. Write today for \\ Ax 7; & y The Model 3R is compact, graceful in line, and 160 
: a ; built in a highly finished mahogany cabinet 
Zenith i. / "ZENITH RADIO CORPORATION, 
€ 4 | Dept. J 328 S. Michigan Ave., Chicago, Ill. 


Radio Corporation 
McCormick Building 


CHICAGO | z —_ fini | 
= ene ~ ; ad — Name 
nee on <1 } = > ome —— dé o- | 


l Address 


Gentlemen:— 
Please send me illustrated literature on Zenith Radio. 
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New Radio Products, Illustrated 








Some of the features of the “Na- 
tional” audio frequency transformer 
developed by the National Trans- 
former Mfg. Co., 154 Whiting street, 
Chicago, are: Shell type laminated 
core of highest grade silicon steel 
assures minimum core losses; ac- 
curately wound coils with insulating 
paper between layers; low distri- 
buted capacity; completely enclosed 
in metal case eliminating stray mag- 
netic fields and noises produced by 
interaction between fields; extra 
long binding posts plainly marked 
insure correct and easy connections; 
furnished complete with screws for 
mounting and instructions for in- 
stalling. Each transformer is guar- 
anteed to be free from electrical and 
mechanical defects and will be re- 
placed without charge if any prove 
defective. 





A genuine moulded bakelite 
socket of unusual beauty and 
sturdy construction is being of- 
fered by the Rauland Mfg. Co., 
200 North Jefferson street, Chi- 
cago. It fits any standard base 
tube such as UV 200, 201-A, C-300, 
etc. Seven points of superiority 
are: Moulded in one piece; rein- 
forcing rim around screwholes; 
felt gasket; doubledeaf springs 
riveted to terminal studs; slotted 
terminal nuts; terminals plainly 
marked, no chance for improper 
connections, and extra heavy tube 
shell at point where boyonet slot is 
located. 

















A new dependable vernier vari- 
able condenser is here described. It 
is made in the popular sizes with 
aluminum plates, aluminum brack- 
ets with a one-inch insulating 
bushing and is built to obtain the 
best results. The tension as well as 
the adjusting is accomplished by 
tightening end thrust plug which 
has a spring plunger causing a 
thrust of proper tension between a 
hardened steel ball and a 45-degree 
tapered brass bushing. It is a prod- 
uct of the Lombardi Radio Mfg. 
Co., 67 Minerva street, Derby, Conn. 





One of the latest features in radio 
is a variable grid leak brought out 
by the Magnus Electric Co., Inc., 
Greenwich and Desbrosses streets, 
New York City. It can be mounted 
directly on the panel by simply 
drilling one hole, and being hand- 
somely finished with a finely shaped 
tapered knob, it is an attractive new 
radio essential. 














J. H. Bunnell & Co., 32 Park 
place, New York City, is offering to 
the trade a new device known as the 
“Bunnell” radio relay. It is be- 
lieved that the speed is about six 
dots per second or approximately 
100 words a minute. In a recent 
test the impedance checked up with 
the output impedance of the new 
tubes now appearing on the market. 
It can be furnished with variable 
impedance so as to be used with 
any tube, and it can be furnished 
either with or without jeweled 
bearings. 











Two springs; closes one contact, used to close the 
A battery circuit. 





k 

t 

L 

Three springs; opens one and closes one contact, F 

for switching from long to short wave and from one § 
dry A battery to another. 

V 

p 

fe 





Four springs; closes two contacts; used for cutting 
in second head set, also for adding a second cell in 
parallel. 





Six springs; Opens two and closes two contacts; 
can be used toswitch battery charger and loud speaker 
on and off, etc. 





A compact and durable radio 
switch to open and close circuits is 
illustrated above. The principle is 
the same as used in a jack. A 
quarter turn of the knob operates 
the heavy low resistance, phosphor 
bronze contact springs, connecting 
or disconnecting the silver contacts. 
The switch is easily mounted on 
the panel, like a jack. An “On and 
Off” name plate mounts on the 
front of the panel and is furnished 
with the switch, also a knob and 
pointer. This switch will safely 
carry 10 amperes. It is a product 
of the Carter Radio Co., 209 South 
State street, Chicago. 
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The Judges for the Cunningham $5,000 Window Trim Contest held during Cunningham National Radio 
Tube Week, September 24th to October ist, 1923, have after due deliberation, from a disinterested and unbiased 
viewpoint, allotted the fifty-one prizes as stipulated in the rules of the contest, 


Following are the names and addresses of the Radio Dealers who shared in the awards and the manner in which 


the prizes were awarded: 
Lester’s Radio Shoppe, 
Los Angeles, Calif. 
Hennepin Hardware Company, 
Minneapolis, Minn. . , 
Electrical Appliance Shop, 
Los Angeles, Calif. , 
Warner Hardware Company, 
Minneapolis, Minn. 
Pincus & Murphey, 
Alexandria, La 


The forty-five prizes as stipulated in the rules of the Contest are awarded to the following Cunningham Radio Tube Dealers 


for windows of Honorable Mention: 


Banister & Pollard Co. 
Newark, N. J. 

W. E. Berry—Radio, 
Waco, Tex. 

Jesse C. Cutler, 
Brookings, So. Dakota. 

Ehrler Radio Co. , 
Chicago, Ills. 

wee Sales Co., 

San Diego, Calif. 

Ervin’s Electrica] Co. , 
Parsons, Kans. 

Evers Hardware Co., 
Denton, Tex. 


Fortner Camera Supply Co., 


Sterling, Colo. 


C. H. Gilham’s Radio Store, 


Brownwood, Texas. 
Robert A. Goodall, 
Ogallala, Nebr. 
Thos. J. Green, 
Winona, Minn 
Haskell Electric Co., 
Holyoke, Mass. 


Lazar & Son Music Center, 


Chicago, Ills. 
Long Beach Radio Shop, 
Long Beach, Calif. 
. H. Lesser & Company, 
Cleveland, Ohio. 


We take this occasion to extend our dee 
ntry who so whole-heartedly entered into the c 
zes they nevertheless have placed themselves in the front ranks of live Radio Dealers in their respective local- 
ties and have the hearty co-operation and earnest support of this organization. 






Home Office: 
182 Second Street 
San Francisco 


$1000—First Prize 


held during 
National Tube Week 


indow Trim Contest 








There being a tie for sixth place, the same prize has been 
allotted to the two dealers participating in the tie, increasing the 
total amount of the prizes from $5,000 to $5,100. 


750—Second Prize 


Geo. C. Wille & sata 


500—Third Prize Canton, Ohio 

Hook Drug Comnany, 
250—Fourth Prize Indianapolis, Ind. 
150—Fifth Prize 


$50 HONORABLE MENTION 


Lindemann Auto & Machine Co., 
Enderlin, No. Dak 

Louis D. Rubin Elee’l. Co., Inc., 
Charleston, 8. C 

Mason, Pyle & Parkhurst Radio 
Co., Webster City, Ia 

Mid-Continent Radio ¢ ‘orpn., 
Ft. Worth, Tex 

Midwest Radio Co. , 
Kansas City, Mo. 

Mi pane Maclay Hardware Co., 
Great Falls, Mont 

Newark Radio Supply Co., 
News ark, 

Oscar A. Huelsman, 
Fond du Lac, Wis. 

Paramount Radio & Elec. Co., 
Atlantic City, N.. 

H. Y. Parrott, 
Dennison, Tex. 

Pfahl Electric Co. , 
Cleveland, Ohio. 

Prest Electric Co., 
San Bernardino, Calif. 

P. S. Radio Service Co., 
( ‘le veland, Ohio. 

QST Radio Shop, 
Tacoma, Wash. 

Radio Sales & Repair Co., 
Cleveland, Ohio. 


ep appreciation to the thousands 


yntest and while many 


154 West Lake Street 
Chicago 


$100—Sixth ) 
> Tie 
100—Sixth } 


E. M. Sargent Co. 
Oakland, Calif. 

Selby & Reed, 
Martins Ferry, Ohio. 

Harry H. Smith, 
Decatur, Ills. 


Southern Plbg. & Elec. Co., 


Taylor, Tex. 
Stoehrer’s Flectric Shop, 
Oxnard, Calif. 
H. C. Tafel Co., 
Louisville, Ky. 

The Broadcast Shop, 
Washington, D.C. 
The Brown Pharn.acy, 

Chanute, Kans. 
The Motor Supply Co. , 
Seattle, Wash. 

The Radio Distributors, 
Long Beach, Calif 
The Salzer Electric Co., 

Cleveland, Ohio. 
Thibaut & Mautz Bros., 
Marion, Ohio. 
Weed’s Radio Shop, 
Portland, Ore. 
Willapa Electric Co., 
taymond, Wash. 
Wolf Electric Co. , 
Beaver Falls, Penn. 


of Radio Dealer 


of them did not carry off one 


30 Church Street 
New York 


declaring a tie for sixth place. 


s located all over the 





of the 
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* Carload received today 
entirely sold out. Send by fast 
freight today sure three hundred 
3's.” ( Recent telegram from Man. 
hattan Electric Co,, Chicago.) 


MAcnavox ~ the largest 
selling Keproducer 








HE largest aggregate sales to date 

among all radio products listed 

at $25.00 and over, have been 

secured for the famous Magna- 
vox Reproducer. 


This means that Magnavox has 
contributed, and is now contributing, 
more actual cash results to the profits 
of the retail radio trade than any 
other major commodity. 


Such an impressive achievement, as every 
merchant knows, can only result from a most 
MAGNAVOX eficient combination of superior products, 
7 \dsalineactilalie aaa, 28- vigorously plan ned National Advertising, and 
vertising appeal will be carried gq gales policy extending full cooperation to 


during January in lead’ng publica- 


tions whose combined circulation all dealers who carry the line. 


amounts to more than seven million 
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Magnavox Reproducer 
for dry battery sets 


HIS embodiesingeniously 

original principles of con- 
struction which overcome the 
restrictions common to all 
other types of batteryless 
loud speakers. 

This semi-dynamic Mag- 
navox Reproducer places at 
the disposal of owners of dry 
battery sets a Magnavox Re- 
producer supreme in its class. 


The standard electro- 
dynamic Magnavox 
“‘ReproducerSupreme’ 


HIS leads the field by a 

large margin on account 
of its unique electro-dynamic 
principle of construction. 


, 


This instrument is a /rue 
radio reproducer (not merely 
a telephone receiver used as 
a ‘‘loud speaker’’), and re- 
creates broadcast programs 
according to their original 
pitch, quality and volume. 





R-3 


HE vigorous and helpful sales co- 

operation afforded dealers by the 
Magnavox Company has recently been 
extended to include the registering of 
those dealers who are best able to 
benefit by the use of valuable Magna- 
vox advertising and sales helps. 


The importance of being a Regis- 
tered Magnavox Dealer is appreciated 
by leading merchants everywhere, and 
our registration has been even more 
rapid than we had expected. 


Regrstered Magravox Dealers are among 
the salesman’s most profitable customers. 


‘The only complete line of Radio Reproducing Equipment” 

















Magnavox Combination 
Sets (Amplifying 
Reproducers ) 


HESEinstruments consist 
of Magnavox electro-dy- 
namic Reproducer combined 
with a one-stage (A1-R) or 
two-stage (A2-R) Magnavox 
audio-frequency Power Am- 
plifier in one handsome and 
efficient unit. 
This combination is a dis- 


tinct advance in radio manu- 


facture, and offers the utmost 
in radio reproduction and am- 
plification. 


Magnavox Power 
Amplifiers—one, two 
and three stage 


b SS iver stent ordinary 
audio-frequency is re- 
placed with Magnavox Power 
Audio Frequency, stations 
previously out of range can 
be reproduced in excellent 
volume. These instruments 
are a most useful addition to 
any receiving set. 








This Sign identifies a Radio Store as that of 
a Registered Magnavox Dealer, equipped 
to sell efficiently all Magnavox Products. 


THE MAGNAVOX COMPANY, Oakland, California 
New York Office: 370 Seventh Avenue 


Canadian Distributors—Perkins Electric Limited, Toronto, Montreal, Winnipeg 
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Display Eisemann 
Radio Products— 


and increase sales 









‘The advanced design 
- and unusual features at 
-once arrest attention, 








_ The panels are comp 
- ly drilled; the parts being 
fastened with screws | 
and nuts. — MS 













Various circuits may be 
tried, without destroying | 
the panels. S 










The ease of mounting, 
together with the great 
labor saving in assembly,. 
appeal strongly to the 
experimenter. 








Catalog on request 


EISEMANN MAGNETO CORPORATION 
39 THIRTY-THIRD STREET, BROOKLYN, N.Y... 








on a good book on the subject. 





Radio 


that they had all agreed on practically 
every award in the contests. 





The daily drawing in the “Lis- 
teners’ Program Vote” by which more 
than $6,000 worth of radio apparatus, 


_ including 30 of the finest sets manu- 


The 


manufacturers put up more than 600 


factured, was another feature. 


_ articles for prizes. 


* * * 


Good Book On Radio 
Receiving 
While most jobbers’ salesmen have 
informed themselves on the why and 
how of radio so as to talk intelligently 


on the subject, there are still some 


who may feel that they have not de- 
veloped themselves to the fullest ex- 
tent in this direction. 
are often asked to advise the dealer 


The 


Many others 


best popular book we can recommend 
is “Radio 
lished by D. Van Nostrand Co., 8 
Warren St., New York, for $1.50. It 
is written by nine of the leading radio 
engineers, including Dr. M. J. Pupin, 


Phone Receiving,” 


pub- 


Dr, A. N. 
Hansmann, L. A. Hazeltine and J. H. 
Morecroft, and Messrs. J. V. Ub. 


Goldsmith, Professors E. 


Hogan, F. E. Canavaciol, R. D. Gib- 




















This is C. J. Lester, with his thousand 


| dollar smile, owner of Lester’s Radio Shop 
| of Los Angeles, winner of the first prize 
| of $1,000 in the Cunningham Tube Win- 
dow Contest. 
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BADIO 
We Have Tested, Compared, Proved and Verified 


The Branston - Quality - Guaranteed 
Audio Frequency Transformer 


Now You Can Sell It To Your Customers 


Ace announcing this Transformer to the 
radio public through Popular Radio, Radio 
Broadcast, Radio News, Q S T, Popular Me- 
chanics, and other papers, we have made abso- 
lutely certain that its quality is fully equal to 
that of other Branston radio apparatus with 
which you are familiar. 


Sell this Transformer to help your customers get 
rid of noise and interference, howling, distor- 
tion, and inductive disturbances. 


Sell it to customers building new sets, so that 
they will have the satisfaction of the maximum 
possible amplification and best tone qualities 
without distortion. 


and parallel winding, 





Branston Broadcast Coils 





With Perfect Confidence 


As the illustration shows, this newest member 


$6.50. 


Supply All Your Customers’ RADIO 
Needs With Branston Apparatus 


BRANSTON BROADCAST COILS 


HE new Branston “Broadcast Coils’ of large diameter 
give remarkably close selectivity. 
They are equipped with standard coil plugs and fit any Honey- 
comb Coil Mounting. They give very fine adjustment and 
clearer reception for all wave lengths between 250 and 600 
meters. Furnished only in sets of three, Primary, Secondary, 


Set of 3—$5.00 Tickler. In attractive cartons. List $5.00. 


D. L. Honeycomb Coils 
and Mountings 


Branston Coils and Mountings are 
the result of many years’ experi- 
ence in coil winding and mounting 
design. Mountings are made in two 
and three coil types, front or back 
panel mounting, plain or bevel 
geared. All are made of genuine 
Bakelite, complete with flexible leads. 
They are extremely neat, easy to 
mount, permanent, substantial, cap- 
able of very exact adjustment. 





R-62 Branston Geared Back 
Panel Mounting $6.00 Vacuum Tube Lightning 


Arrestor 
Sell Branston Vacuum Tube Pro- 


825 Main Street 





tectors. They are scientifically con- 
structed—Are always ready to carry 
away a lightning flash before it can 
enter the building. They drain static 
from the aerial, relieving interfer- 
ence. Signals are more audible. 


Approved by Underwriters’ Labora- 
tories, and MHydro-Electric Power 
Commission of Ontario. The National 
Electrical Code recommends the use 
of vacuum tube protectors in place of 
the grounding switch. 


Write for complete catalog of Bran 
ston Apparatus and information about 
our national advertising, dealer helps, 
etc. You can make good pronts sell 
ing Branston Radio Apparatus 


CHAS. A. BRANSTON, Inc. 


Buffalo, N. Y. 


Manufacturers of Branston Violet Ray High Frequency Generators. 
Sales Representatives: 


New York New Orleans 
Herman A. Smith Electron Engineering 
1023 Knickerbocker Corp 
sldg Whitney Central 
Bldg 
Chicago Cleveland : Detroit 
I. M. Noble Radio Products Mfg. A. R. Wildauer 
2300 S. Michigan _Co, 516 Moffat Bldg 
Display this card on your Ave 6523 Euclid Ave 
counter and in your win- Kansas City & St. Wouis San Francisco, Los Angeles & Seattle 
: Walter I. Ferguson Co ihe Carl A. Stone Co 


dows. It appears in all our 


national advertising. In Canada—Chas. A. Brar 


ton, Ltd., Toronto, Ont 





of the Branston family is neat, compact, attrac- 
tive. It is built according to the very latest 
and best standards, having every refinement of 
material, winding and insulation. 


We suggest that you test one or two of these 
Transformers in your own demonstration sets so 
that you will be able to recommend them to 
your customers with authority. 


Each Transformer is packed complete in sepa- 
rate carton. Binding posts plainly marked, ex- 
tra terminals for soldering supplied. List price, 





R-61 Branston Geared Front 
Panel Mounting $5.00 
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A LOUD SPEAKER THAT IS 
WORTHY OF ITS NAME 


We want to hear from jobbers who believe in giving their 
customers the best merchandise obtainable at prices 
consistent with quality. 


The Holtzer-Cabot Electric Co. 


Boston 19, Mass. 6161-55 S. State St. Chicago, 






























=p 
Variocoupler Hartman Loop 
Laboratory Model Stays taut and 
Price $6.50 : true 
PRUCE ccs 9.00 
Retai i 
etails Retails 
at 








Patent applied for. 


at 
$4.50 
~~ VARIOCOUPLER 


WITH SPIDER WEB ROTOR 
Here is a distinctly high grade VARIOCOUPLER at a competitive price. Check these 
points and verify this claim. (1)—Spider web rotor. The only means of obtaining 
minimum coupling. (2)—Pig tail contacts. (3)—Bakelite tube. (4) —Green silk wire. 
(5)—No live brackets. (6)—Improved taps. (7)—Dead shaft and no capacity effect in 
tuning. (8)—180° dial adjustment without the rotor being submerged in stator field. 


SOLD ONLY THROUGH THE JOBBING TRADE 
Write for Propositior on This and Other Radio Products 


THE HARTMAN ELECTRICAL MFG. CO. 


MANSFIELD OHIO 














— PRO 
(HARTMAN) cic 












Radio 


son and P. C. Hoernel. Each of them 








| has written a chapter, the whole series 


giving a connected, well illustrated 
and easily understood account of how 
radio waves are set up and transmitted 
and the various basic types of receiv- 
ing equipment by which they are re- 
ceived and reconverted into music 
and specch. Written by recognized 
authorities, the book is technically 
perfect, free from extravagant state- 
ments and yet within 190 pages gives 


/ an excellent popular summary of the 





| 


most important facts about radio 
broadcasting and receiving. 
* & 


Electric Appliance Issues 
Radio Catalog 


Evidence of the fact that radio 
literature today should be something 
more than an illustrated price-list, is 
contained in Radio catalog Number 
61 R, published by the Electric Ap- 
pliance Co., Chicago, for their whole- 
sale trade. 

This catalog is completely indexed, 











No, we are not running a beauty con- 
test. ‘These two little beams of sunshine 
handle a large part of the correspondence 
at the Union Electric Co., of Providence. 
They are Miss Mowry (left) and Miss 
Anderson. 
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No. 104—U. V. 199 Socket 





V. T. Octagon Base Socket 
No. 102 





Regular V. T. Socket 


No. 100—With Laminated 
Springs. 

No. 101—Less Laminated 
Springs. 





No. 200—2 In. 
No. 201—3 In. 
No. 202—4 In. 























Start the new year right. 


Make promises to your dealers 
on service, quality and price 


that you can keep. 


Hoosick Radio Parts are qual- 
ity goods that sell at a popular 
price. We can give you the 
best of delivery service on the 
parts illustrated and other 
items we manufacture. Try 


us—make us prove it. 

















Hoosick Falls Rad‘o Parts Mfg. Co., Inc. 


HOOSICK FALLS, N. Y. 


Carl A. Stone Company 
Steere» Dpete 315 Foxcroft Bidg., 
Tribune Blda _ San Francisco, Calif. 
154 Nassau st. 538 San Fernando Bidg., 
New York City Los Angeles, Calif. 
. 1116 Minor Ave. 


Seattle, Wash. 


Charles Goldfus Company, 
Walter 1. Ferguson & Co. Northwestern Bldg. 


4th & Walnut St., Minneapolis, Minn. 
Kansas City, Mo 


Chicago, Ill. 

Scott Bros., Ltd., Wood & Lane Co. 
332 St. Catherines St., West, 915 Olive St., 
Montreal, Que.,, Canada St. Louis, Mo. 


Stackbouse & Allen Co. 
559-61 W. Monroe St., 























No. 154 Binding Posts (Plain Top—No. 153) 


Hoosick Radio Parts 





Composition Dial 
No. 203—2 In. 
No. 204—2% In. 
No. 205-3 In. 





No. 152—Insulator 
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Only $10.00 





No. 69A. 2400 Ohms Resistance 


For All. These Advantages 


Lightest in weight Bakelite shell 

Clearest in tone No exposed terminals 
Maximum volume Correct number of turns 
Most sensitive (by test) and size of wire 


Easily adjusted head band Absolute uniform distance 
Leader in long distance between pole pieces and 
reception magnets 


The best buy in quality head sets today. 
And why not! 


We have manufactured high grade receivers 
for over 25 years and know how to turn out a 
product of real merit. 


Kellogg head sets are built, not merely as- 
sembled, which accounts for their popularity. 


Make them one of your big sellers—they as- 
sure repeat orders. 








KELLOGG SWITCHBOARD & SUPPLY COMPANY 


6 W. Adams S 
wake. etnies 
ATLANTA COLUMBUS KANSAS CITY 
SAN FRANCISCO PORTLAND 











lwell illustrated and contains much 
‘help for the dealer in the way of 
‘talking points and extra information. 
'A timely addition is the article on 
\vacuum tubes. 


* * * 


| Personality Plus Knowledge 


N. A. Barnell in “Royal Breezes”’ 

has a lot of new thoughts on an old 
‘subject, the following extracts being 
|well worth reading: 
| “Personality is a natural gift, but it 
ican be acquired and cultivated. De- 
velop it by eliminating everything 
‘that is injurious to happiness. Fill 
|vour whole mind and life with energy, 
hope and sunshine, and a determina- 
tion to succeed in your undertaking. 
‘To think and feel enthusiasm will de- 
velop a wonderful personality. 
“The person who lacks a pleasing 
|personality may find that it can be 
‘cultivated by accentuating some of 
‘his characteristics and suppressing 
jothers. Psychologists say an idea that 
aera the mind tends to express itself 
‘in action. It is obvious therefore 
that a man acts as he thinks—to think 
optimistically and feel enthusiastically 
will work wonders towards developing 
a pleasing personality. 

“Personality developed to the high- 
est degree of serviceable efficiency 
‘consists in the elimination of negative 
(bad) qualities which have a tendency 
to discompose, and in the develop- 
ment and encouragement of positive 
(good) qualities that are meritorious. 
| “Personality is a prime factor in 
selling, and often times a salesman 
with a pleasing personality—although 
lacking actual knowledge of his com- 
modity—will produce large results. 
The business secured by personality 
alone, however, as a rule, cannot long 
endure. The success is usually not 
permanent because of the lack of ex- 
act knowledge of the selling proposi- 
tion. In other words, Personality 
and Knowledge go hand in hand and 
cannot be separated if lasting success 
‘is to be attained.” 











* * * 


Miner With Victor Electric 


J. J. Miner recently joined the 
Sales force of the Victor Electric 
Supply Co., 131 E. Jefferson avenue, 
Detroit. He will specialize on in- 





‘dustrial plants, which in the ‘“‘Motor 
\City” constitute one of the electrical 
|jobbers’ largest outlets. Mr. Miner 


is well acquainted with this territory, 
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THREE PROFITS IN ONE SALE 














Socket Transformer 





This combination makes an ideal 
amplifying unit for either tube 
or crystal detector. 


Socket— 


Positive contact 
Convenient terminals 
Bakelite Base 


Transtormer— 


Maximum amplification 
Minimum distortion ~ 
Heavy leads 


Rheostat— 


Smoothness in operation 
Even control of current 
Rugged 


Send for Bulletin 916F 


GENERAL RADIO CO. 


Manufacturers of 


Electrical and Laboratory Apparatus 
MASSACHUSETTS AVE. and WINDSOR ST. 


CAMBRIDGE, MASS. 
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having formerly been with the 
Seidler-Miner Co., of Detroit, with 


which he 


specialized in marine fit- 
tings. 


* 7 * 


A Salesman 


When the train pulls in and you grab 
your grip 
And the taxi’s there for its wheezy 
trip, 
You call on your man and try to be 
gay, 
And all you get is, “Nothing today ;” 
Then you're a Peddler. 
By gad, you're a Peddler. 
When you get into town and call on 
your man. 
“Can't you sell any Bill?” “Why sure 
I can.” 
You size up his stock—make a rough 
count, 
And Bill presently says, “Send the 
usual amount.” 
Then you're an Order Taker, 
By gad, you're an Order 


Taker. 
When you travel along and every- 
thing's fine, 
\nd you don’t get up till half-past 
nine, 
And you see each concern and talk 


conditions, 


* the 


And write it all home with many 
additions. 

Then you're a Travelling Man, 

By gad, you're a Travelling 
Man. 


When you call on your trade and they 


talk 


“hard times,’ 


“Lower prices” and “decided de- 
clines,”’ 
Rut you talk and you smile—make 


the world look bright, 
And send in your orders every blamed 
night, 
Then you're a Salesman, 
By gad, you're a Salesman. 
WALTER E. Woop. 
* * * 


W. L. Goodwin Makes 
Western Trip 
William Ih. 


vice president of the Society for Elec- 


Goodwin, operating 
trical Development, returned to New 
York, early in December, from Cali- 
fornia, where he conferred with S. H. 
Taylor, Pacific Coast representative 
of the Society, regarding ways and 
means of better serving the industry 
in that territory. 

Mr. Goodwin found that although 
office had 


short time, it 


Coast been in 
but a 


functioning most effectively in the in 


Pacific 


operation Was 


































T'wo more entries for the J. S. beauty 
contest. J. H. Hughes, secretary and 
William Cresswell, salesman, of Crannell, 
Nugent and = Kranzer, Inc., New York 
City: 











terests of the society’s members on 
the coast. Before visiting California 
Mr. Goodwin stopped at Salt Lake 
City, attending the Commercial Na- 
tional Section of the N. E, L. A. 








At a time when cooperation is the watchword and the get-to- 
gether spirit is penetrating to all branches of the industry, the 
It was taken at a banquet 
given on November 22 by the Electric Appliance Co., Chicago, 
The talks and discussions at this 
meeting were along the lines of developing radio business. 


above picture is of especial interest. 


to its many De Forest agents. 


ductive. 


Any 





Dr. Lee De Forest was the principal speaker and can 
be seen at the head of the table, on the left of W. W. Low, 
president of the Electric Appliance Co. « 


¥ | 


meeting having for its keynote the proper care of present 
business and the creating of new volume cannot fail to be pro- 
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Teaching 35 Contractors | 
Good Business 


(Continued from page 12) 


agencies’ books. Many of them dis 


count their bills, and in general the 
entire consignment plan has in my 


effort. | 


is concerned, 


estimation been a worth-while 


As tar 


although at times it was hard going, | 


as our company 


we are glad that we did it, and I per 


sonally have had a great deal of sat- | 
isfaction in seeing these struggling | 
contractors grow into real business 
men and merchants. 

If this effort that I have spoken 
of had only brought credit to our 
company, and if we were the only 
ones to benefit by it, then perhaps | 
the general conditions of the New 
Jersey situation would be more or | 
less like they were in 1917. But I 


feel the work we have done with those 


dealers through the contact which the 


dealers have with each other, has had 


a good influence on them as a group, 





and to prove that I would like to | 
have you look at the map of 1923 
conditions. 


that that is not much 
Please 
New Jersey is merely a small spot on 
the 


You may say 


of a showing. remember that 


map. Nevertheless, these results 

















Three prominent electrical men meet in 
los Angeles. From left to right they are: 
Carl J. Andrae, Julius Andrae & Sons Co., 
Milwaukee, Wis.; Andrew G. Orear, Illi- 
nois Electric Co., Los Angeles, Calif., and 
Fred J. Schmidt, Julius Andrae & Sons 
Co., Milwaukee. The occasion of the pic- 
ture was the recent visit to Los Angeles 
of Fred Schmidt and Carl Andrae with 
The American Legion “buneh” at San | 
Francisco. Carl J. Andrae was a lieuten- 
ant in the Signal Corps in the World War 
(was gassed in France and was in hospitals 


for more than a_syear) now traveling 
southern Wisconsin for Julius Andrae & 
Sons Co. Andrew G. Orear formerly 
manager Mason City (lowa) branch 


Julius “ndrae & Sons Co., with Andrae 
13 years, now manager Westinghouse de- 


partment Illinois Electric Co., Los An- 
geles, Calif. Fred V. Schmidt was in 
hospital unit in France in World War, | 


Westinghouse 
& Sons Co. 


now 


specialist, Julius An- 
drae | 

















Holtzer-Cabot 
Perfect Head Phones 


The Supersensitive 
The Incomparable 
No. 2 Universal 


List price $9.50 


Phe Quality * apy me at a minimum price 


4, List, 


$6.00 


The Holtzer-Cabot Electric Co. 


(Business established in 1875) 


6161-65 South State St., Chicago 


Sell your dealer customers 
Holtzer-Cabot head phones 
and rest assured that you are 


giving them the best. 


If your house is one of the 
few not handling H-C Radio 
Products we would like to 
tell your sales manager about 
the wonderful sales oppor- 


tunity we offer. 


Holtzer-Cabot Radio 
Products Sell Themselves. 


Boston, 19, Mass. 








Orders Are Pouring In! 


Write Us At Once 


For Particulars Regarding 


The Wonderfully Popular 











Uv 301 mg Tule, 


LOCAL RECEPTION THROUGH 
LOUD SPEAKER GUARANTEED 


Brings in local concerts clearly 
aker, 


sufficient volume for loud speaker 


COAST TO COAST RANGE PRACTICALLY ve 
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Radio Apparatus Co. 


The Perfected 
One-Tube Reflex 
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39 Milwaukee Ave., W. 
Detroit, Mich. 
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should serve to prove to you that 


something done locally and intensively 
in a definite sort of way can give 
results which in the course of years 








will accumulate and build a_ better 


business for all concerned. 

The foundation to the success of 
the plan which we have operated is 
the fact that the man who was our 


field man and who did the actual con- 





tact work was never called on the car- 





pet because he did not bring in more 
Patent Applied For. orders. ‘That was not his job. His for this complete Electric Soldering 


“Honeycomb Tuners” will soon mark the job was to build up dealer outlets Outfit 
difference between the old style short wave 





, ‘a and to co-operate with the contractor- P 
variocroupler-variometer receiving set and There’s only one complete electric 


dealer to make him a better business soldering outfit—the B-D illustrated 


the newer more efficient all wave instru- 


ment. The chief reason is because of the man. I am convinced that any plan above. This outfit contains: a real 
inevitable necessity of changing the wave of co-operation for the upbuilding of soldering iron, made of copper from 
lengths now used for broadcasting due re y angen ier accurate dies, with a heating element 
to the ever increasing interference between dealers cannot be carried out by your contained in a unit of one piece con- 
stations. When this is done se will be salesmen, no matter how small or how struction. Careful workmanship with 
gene to aone meaner is going big a territory you operate in. Cer- the highest grade Nichrome wire in- 
on with the es set laving a wave sla aaah . sii ae long life. The iron is complete 
length range of 250 to 500 meters, whereas ainiy you car get a sn ; with cord and plug. It comes in an 


’ 


with the “Honeycomb Tuner” it is simply tory than we cover. Yet if I feel this attractive box with Allen soldering 


necessary to “plug in” larger coils. . oR 2 yaste os andy . 
i een oi : = aste and solder—all ready to use. 
Dectieteees, “Macetinid tadd-deads work was worth while and paid in re [ ) 
found much favor with the amateurs and sults, it seems that it would pay you | ; ; 
anaidered the mo sci : : : | ‘rite C1 antity prices 
are considered the n st efficient form of jobbers to put one man on your pay- W rite today for special quantity { 
inductance Closer tuning, greater selec- fe Z ¥ and discounts. 


roll whose job it is to do nothing else 


tivity, greater range, no dead end loss, 


and ease of operation are some of their but educate. Don’t ask him how many . , 

outstanding qualifications. orders he took. Ask him what he did BLEADON-DUN co. 
The WIRELESS ELECTRIC Inside 

Mounting makes it possible to use to help somebody. 213 So. Peoria St. CHICAGO, ILL 

“Honeycombs” to the greatest advantage. In that fundamental principle you 

Mounting the coils inside the panel elimi- ‘ 





will find the germ of success for co- 





nates body effect without the necessity of i 
shichding,. besides addian cocsidarsbly. to operative work amongst your dealers. 


the convenience and appearance of the set Now, shifting the whole thing down, 


aa . | 66 
A vernier adjustment is obtained by the | . 
a the process that we have carried on 
slow moving cam, allowing positive and 
effective operation. The bearings are made || was what I consider something that 
adjustable so that any desired tension on ean be classified under education, and 99 
the dial may be obtained. A standard 
eaiebiba teed take Bo aed | can be divided into two classes. In 


Phe type 2A mounting may be used as || the first classification under the head 


a single circuit tuner with “‘tickler’’ while 





of the raising of the mental standard 
the 3A _ provides a separate inductively 4] : : | 
coupled primary coil making what is of the contractor-dealer, I would in- 


commonly called a three circuit tuner. clude teaching him how to run a busi- 





These mountings are especially well 





adapted for use in new circuits such as [| ess, teaching him how to figure 
ed eee, nee Rcaenetalie, Benne, | profits, teaching him how to estimate, 
Sold through Jobbers Only | teaching him how to keep books, and 


Send for Circulars 





Wireless Electric Co. 


204 Stanwix St. Pittsburgh, Pa. 


FOR 00025 "¥- 
CONDENSER 


EORGE Lewis of the Crosley Manu- 
facturing Co. tested the Bradleyleak 
and says, “I feel confident that the Bradley- 
leak will find a popular field as soon as its 
operation is appreciated.”” Hundreds of radio 
|| fans have discovered the remarkable range 
‘| of the Bradleyleak from % to 10 megohms, 
‘| and get better results from their tubes. The 
Bradleyleak will do the same for you. Try 
one, tonight. 


Sold by leading dealers and jobbers 
ALLEN-BRADLEY CO., Milwaukee, Wis. 


Manufacturers of the Universal Bradleystat 
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7 
A sextette gathered from Indianapolis ; 
Klectric Supply Co. Left to right: George 
N. Coleman of R. Williamson Co.; Thomas | ‘ ak > : 
H. Gage, traveling salesman; H. M. Fer- | THE PERFECT GRID LEAK 1 
guson, city salesman; Richard D. Garr, | 
; : ; ’ + “ | One of a series of newspaper advertisements ap- 
Patent Applied For traveling salesinan; A. J. Natho, city pearing reguiarly in a. nation-wide  Bradlevieak bh 
| gates Mictiew  cmtiaw sian advertising campaign to help you sell more 
salesman, and Fred Fitchey, sales man | Gradietaine. Yel vour Gains ek 0 pe 


ager. 
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teaching him all the things that a 
good business man does naturally and 
has to do if he wants to succeed. 
The other class includes raising the 
standard of his physical surroundings 
by showing him how to keep his store 
cleaner and neater, showing him how 
windows better and how 
the 


on a higher level and on sound mer- 


to dress his 


to conduct entire establishment 


chandising principles. 


One of the problems which con- 


fronts any jobber that wants to take. 


up this work is the question of find- 
the right kind of and I 
merely want to suggest to you that no 


ing man, 
matter which man you put on or whom 
you put on, make it clear to him that 
his job is co-operation, and let him 
contractor- 
if he 
does not, the contractor-cealer is not 


make that clear to every 
dealer that he calls on, because 
going to let him in and the man is not 
get 
dealer’s skin. 


under the contractor- 
And he has got to get 
under his skin and work with him and 


going to 


play with him if he is going to do the 
work you are paying him to do. 

As far as the expense of such co- 
concerned, taking 
almost five years, 


operative work is 
it for a period of 
during which we have kept separate 


accounts, it has amounted to 11% per 


“Now 
I imagine most of you are willing to 
advertising 


cent of our total sales volume. 


spend some for 
and some money for educational work, 
and 14 
cent of your total volume this year 
and put it in an educational fund and 
try at it, 
you will be only at it six months be- 


money 


if you will lay aside per 


make a I venture to say 
fore you will feel—if not actually see 
on your books—a reaction that will 


please you. 








Here’s a case of three against one at the 
Duluth Electrical Supplies Co., Duluth, 
Minn. On the right is W. M. Hogan, sales 
manager; next comes E. A. Nyquist, an 
old Chicago boy formerly with the Illinois 
Electric Co., of the Windy City; next is C. 
B. Larson, a dealer from Virginia, Minn., 
buying stock for his enlarged quarters, and 
on the left is J. E. Irwin, who is going to 

sell what he has in his left hand to C. B. 












A Quality Loudspeaker Which 
Fits the Average Purse 


Lists Pres: 
$192 ee 
Small Clee 
Compan Full Volume 





The Holtzer-Cabot Attachment 


A sales maker for jobbers salesmen. 
dozens of calls for a real good adapter. 
attaches or detaches. 


Your Dealers have 
*“A twist of the wrist”’ 
Used with one or two stages of amplifica- 




















tion. ‘Audio Filter’ cuts out all side noise. 
The Booklet we have for you means 
Money in your pocket—Send for it. 
— 
The Holtzer-Cabot Electric Co. 
6161-65 So. State St. 
CHICAGO, ILL. 
BOSTON 19, MASS. 
THE A FILAMENT 
ACROSS A DROGRESSIVE B BATTERY 
THE GUARANTEED SAFETY “B” BATTERY 
“PROGRESSIVE” 
A step forward in Radio 
This ‘“‘B” battery fulfills every promise made by other batteries and ir idition is 


better design, super-active, noiseless and has a longer life. 


It makes Radio safe and less expensive for the amateur because its design permits 
the connecting of a radio tube across the battery without endangering the filaments 
This connection either purposely or accidentally made will not burn out t} radio 
tube, and will permit it to work perfectly after the wrong connection has been 
corrected. 

This guaranteed safety feature is exclusive with the Progressive Safety “‘B"’ Battery 
It is making it one of the foremost sellers in the ‘“‘B’’ Battery field 

JOBBERS! Get behind this real batheny, order a stock for your dealers Every Progressive dealer has 
the interests of his customers . heart Have your salesman explain the safety feature It will kee; 


moving from your stock Our shelf guarantee is the most liberal and our discounts will ir iterest you 


Progressive Specialty Company 


Ohio 
CHICAGO OFFICE 


315 Sycamore Street, Cincinnati, 


CLEVELAND OFFICE 
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GRID LEAK — 
Ss AMIRAD 


f Sra, Sold by 
y * pl ~y \ leading 
(irr "oe, dealers 
( i ~—- He } coe 
. / 


jobbers 





A$ 


———~" CONDENSER 


EACH 


HE chief radio engineer of Amrad says, 
“The Bradleyleak is, without doubt, the 
best grid leak and condenser now or the 
market, and it is remarkably free from noise.” 
What better evidence is needed that the 
Bradleyleak is different from other grid leaks? 


Remember, the Bradleyleak is not affected by 
atmospheric conditions. It is noiseless and has 
a smooth range of control from % to 10 
megohms. Try one, tonight. 


Sold by leading dealers and jobbers 
ALLEN-BRADLEY CO., Milwaukee, Wis. 


Manufacturers of the Universal Bradleystat 


THE PERFECT GRID LEAK 





One of a series of newspaper advertisements ap- 
pearing regularly in a nation-wide Bradleyleak 
advertising campaign to help you sell more 
Bradleyleaks, Tell your dealers about it. 
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BROCKWAY 
VARIABLE 
CONDENSER 
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of the 


increasing 


features 
its 


These special 
Brockway explain 
popularity and sale. 

Easier to adjust than a vernier, 
low R. F. losses, occupies no space 
behind the panel and is attractive 
in appearance. 

We have a special jobber's prop- 
osition which will interest you. We 
would like to submit it for your 
approval. 


BROCKWAY LABORATORIES CO. 
Toledo Ohio 
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Where the Appliance 
Business Goes 


(Continued from page 9) 
the manufacturer, and on the present 


basis cannot handle more than a 
limited of the 


For not handling more, he has been 


percentage business. 
criticised unduly. 

By the above analysis, the total ap- 
pliance business in 1923 was approxi- 
mately $300,000,000. If reference is 
made to the article in this issue under 
the title of “Where the Jobber Stands 
in the Appliance Business” it will be 
seen that his 1923 sales were approxi- 
mately *60,000,000. With due allow- 
ance for the dealers’ differential, this 


merchandise may be said to have 
reached the consumer at between 
$75,000,000 and $80,000,000. In 
other words, the electrical jobber 


handled about 26.6 per cent of the 
appliance business in 1923. 

Consider that he is competing with 
a great many manufacturers who are 
selling his best outlet—the contractor- 
dealer, that he is competing with the 
hardware jobber, that all of the larg- 
est central stations at least are able 
to buy direct and similarly with the 
department stores, it would appear 
that he has made a rather good job 
of it under the conditions. 

Appliance business for 1924 as far 
as the jobber is concerned lies very 
largely in his contractor-dealer field. 
There is still much room for improve- 
ment there as he is getting rather un- 
der 50 per cent of the business, be- 








A man is known by the company he 
keeps which explains the somewhat doubt- 
ful attitude of Bob Stewart, St. Louis 
dealer, on the left. The others are: Fred 
Hoffman, United Electric & Supply Co.; 
J. P. Lane, manufacturers agent, and 
“Bill” Shea, Manhattan Electrical Supply 
Co., all of St. Louis. 























Precision Variable 
Micro Air 
Condenser 





Reliable 
Neutralizing 
Condensers 
furnished in attrac- 


tive display contain- 
ers, 24 to a carton. 








These condensers at 75c list unmounted and $1.00 
list with base-mount are proving very popular 
everywhere. 


TWO FAST SELLERS 


Reliable condensers and Reliable Transformers are 
two products to which the manufacturer devoted 
specialized attention. Now, that these products 
have proved their worth, you can look for new 
‘Reliable’ products to appear in 1924 which will 
prove a revelation in the radio field. 


Reliable Transformers 
for Audio and Radio 
Frequency 


These transform- 
ers sell at popu- 
lar prices and, 
because they give 
such satisfactory 
service, have 
popularized the 
store that sells 
them. 


THE 
RELIABLE 
PARTS 
MFG. CO. 


2819 Prospect Av. 
CLEVELAND, O. 

















BE A BOOSTER 





Tell Your Friends 


About 


THE JOBBER’S SALESMAN 
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Who invented the shirt 
pocket? 


What a bust it has turned 
out to be. 


Down at the foot of the 
world’s inventions it 
stands, flanked by the 
concrete balloon and the 
flannel trombone. 


Step over to the next 
counter, gentlemen. 


Aha!—how different! 


The Bryant Beaded Ball 
itself. 


Is it useful? 

Is it convenient? 

Is it practical? 

You’re darn tootin’ it is. 


You might not walk ten 
feet for a Dromedary, but 
you ought to walk ten 
miles to show the Bryant 
Beaded Ball to your con- 
tractor friends. 


Better believe they’d like 
to know about it. So you 
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EVERY Bryant 
Ent Bee eke hash 






Not 
without breaking a” 


en. Can Slip it off and on 





The B . 
features than Roa 
SUR TANT 
UPERIOR 


SUP 





We'd like to 
Sample of ¢ 
ed Ball ¢ 
Chain. 


send you 4 
his Bryant Bead 
ee With a Ke, 
our name an 
bias ona Dokicsad a { 
€ words, “Bead. all’ 
ore edie Seaded Ball 


- Send for it 











had better be sure they 
learn about it, from you— 
first. 











This advertisement appears 
in the January issues of 


Electrical Merchandising 
Electrical Record 
Electrical Retailing 
Journal of Electricity 
National Electragist 
Industrial Engineer 

and the December issue 
of Railway Electrical 
Engineer. 
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Substituted— 
but unimproved 


LECTRICAL Porcelain was the 
first insulation. It holds the 
blue ribbon for length of service. 


Thirty-eight years of absolute de- 


PORCELAIN] pendability—and today it defies the 
She. most exhaustive attempts of com- 













b. - petitors to devise a substitute that 
“FOR 


eS will improve or equal it! 
PERMANENCE 


PORCELAIN | 
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lectrical Porcelain is the 

most economical insula- 
tion. It is low in first cost 
and not subject to deteriora- 
tion. It will not rust nor 
corrode. It is not affected 
by heat nor cold, dryness nor 
dampness, acids nor vapors. 


Wedonot claim that several 
of the substitutes for Porce- 
lain cannot live up to some 
of these qualities in their early 
life. -That is not the point. 
What Electrical Porcelain has 
beside inherent insulation 
qualities is a natural ability 
to keep those same qualities 
PERMANENTLY. 


Give a thought here to the 
subject of ‘Safety’ in house 
wiring. 

The one system of house 
wiring that produces the 
least hazard to life and prop- 
erty is the Knob and Tube 
Method. 


When we speak of SAFETY 
we speak of that quality in 
Electrical. Porcelain in which 
it has neither competition 
nor company! 


And this is only one ex 
ample of the advantages of 
the ‘old faithful” Electrical 


Porcelain ! 


RRR RANE 





“ 


— 


ERE is a recapitulation of the results of a house wir- 
ing contest sponsored by the “ELECTRICAL REC- 
ORD” which closed on July 21st, 1923: 


Estimates submitted on knob and tube job were approxi- 
mately the same in number as for armored conductor. 


Average of estimates using armored conductor $237.80. 


Average of estimates using knob and tube construction 


$189.00. 


- . . a 
Labor costs of armored conductor job varied from $44.00 


to $90.40. 


Labor cost of knob and tube 


$73.06, 


work varied from $27.00 to 


Material costs for armored conductor job varied from 


$71.27 to $128.25. 


Material costs for knob and tube job varied from $48.85 


to $107.34. 


It is evident from this that the Knob and Tube method 


proved the most economical. 


ii 
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—is PERMANENT 


—is DEPENDABLE 


—is ECONOMICAL 
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Emerson Fans Northwind Fans 








CUT 2416 


Bulletins, price lists and sales helps are 
now ready for 1924. Write us if you have not 
received full data from your house. 


New and attractive advertising is ready for 
your dealer. More than ever before and a com- 
plete campaign. 


Get an early start by signing your dealers now 
for fans. 


The Emerson Electric Mfg. Co. 
2018 Washington Ave. 
50 Church Street, New York City St. Louis, Mo. 


The Emerson Company Sells No Apparatus at Retail. 





















A FACT FACTORY 


WHOSE SERVICES ARE USED BY— 


Central Stations — 
Dealers Arbitration 
ingineers FO } Demonstration 
Jobbers | Quality 
Manufacturers ‘Research 
Purchasers Safety 


9934 tests in the past year 


Electrical Terting Laboratories 
80 * Street and East End Avenue 
Neu Your 

















|cause of the dealer being able to buy 
direct. By constant improvement of 
‘his service; by more thoroughly edu- 
‘eating the dealer on the advisability 
lof handling the high grade lines, 
‘which for the most part the jobber 
represents, as against the unknown 
products of manufacturers trying to 
edge in through the direct-to-dealer 
route; by constant teaching the dealer 
|the fundamentals of turn-over and the 
‘relation of the jobber thereto—in 
these and other ways the jobber may 
hope in 1923 to materially strengthen 
his position with what is still undoubt 
edly the largest single retailing chan- 
nel, 

In the hardware field there are also 
| possibilities for increase by properly 
presenting the advantages of the elec- 
trical jobbers’ service over that of 
the hardware or general merchandise 
jobber. While the electrical jobbers’ 
salesmen apparently are religiously 
calling on this trade perhaps it has 
|been with an eye more particularly to 
the supply business. It is possible 
that by making appliance sales the 
prime objective in approaching the 





|hardware dealer a more considerable 
portion of his business may be se- 
‘cured, and he may be developed into a 
‘more effective outlet for appliance 
sales. 








P. E. Matteson, recently appointed sales 
;}manager of the Inter-Mountain Electric 
|Co., of Salt Lake City. He was formerly 
manager of the Tidewater Electric Co., of 
| New York City. 
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PATENTED PRODUCTS 

















CAST METAL OUT-DOOR LIGHTING FIXTURES 
A Page of “HERWIG” PRODUCTS Taken from the 150 Designs shown in Our 
NEW CATALOGUE No. 12—SEND FOR IT 


Visit our Exhibit at the Fixture Market, room 1253, Hotel Sherman 
January 21st to 26th, 1924. 


HERWIG ART SHADE & LAMP COMPANY 


2140 North Halsted St., Chicago, Ill., U. S. A. 
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The Demand Increases 
As Sterling’ Improves 
and both go on and on 


Every radio user and countless electricians, auto 
mechanics, repairmen, telephone linemen and ama- 
teurs realize the importance of truthful indicators of 
electrical conditions. The Sterling line of pocket 
meters long ago reached the top-notch mark in the 
public’s esteem and with each passing year improve 
sufficiently to increase the jobber’s salesman’s selling 
power, 

You'll make good with ‘“‘Sterling’—better than ever 
in 1924 


THE STERLING MFG. CO. 
2853 Prospect Ave. Cleveland, O. 





























This is the famous 
No. 34C Sterling 
“Right Resistance” 
Voltmeter. It is in- 
dispensible for every 


























B”’ Battery us 


List Price..........$2.50 


Right Because They’ve “Right Resistance” 











* Build Sales With SEMCO 


SEMCO Meters will build up a safe meter 
market for you out of your satisfied Central 
Station customers. Send today for our 
descriptive Bulletin No. 20. 


Sewickley Electric Manufacturing Co. 
Sewickley, Pennsylvania 

















Joseph R. Spurr 
(Continued from page 21) 
present name of the company. 

The Hariford Branch of the Elec- 
tric Supply & Equipment Co. was one 
of the companies purchased and in its 
old quarters there has developed the 
main offices of The Southern New 
England Electric Co. In New Haven 
the James 'T. Hessel Co. was acquired 
through purchase and this branch is 
“carrying on” in that part of Con- 
necticut. 

There is a very interesting story 
connected with the methods by which 
this triangular system of distribution 
is made to serve the requirements of 
the Connecticut territory, unique in 
many ways, and it will be the privilege 
of Tue JopBer’s SALESMAN to tell this 
story in a more detailed way in an- 
other issue. 

The foregoing is a more or less 
sketchy account of the man who, 
without trying to make a_ facetious 
play upon words, has in reality “won 
his spurs” in the electrical jobbing 


business today. 
* * * 


Beck and Ryall Enter Denver 
Jobbing Field 


From the Rocky Mountain region 
comes the announcement that two 
well known Colorado electrical men 
have formed a new jobbing business. 
Ernest V. Beck, formerly manager of 
the Central Electric Supply Co., 
Denver, and James W. Ryall, who 
was manager of the electrical depart- 
ment of the Mine & Smelter Supply 
Co., Denver, will conduct a whole- 
sale house at 1414 Glenarm Place, 
Denver, to be known as the B & R 
Flectrical Supply Co. 








Here are three “up and coming” chaps 
with the Electric Appliance Co., at San 
Francisco. Harry Gerster stands at the 
left, saying: “Watch ’er close boys;” Bud 
Westaway, in the center, says. “Look 
pretty,” while Dodd McRae, at the right, 
says nothing, but thinks a mouthful. 
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convenience 





Another opportunity to boost outlet sales! 


Now that Christmas is over, many 
homes have new electric appliances 
—but not enough outlets for mak- 
ing connections. Here’s your 
chance for some big, profitable 
business. 


Get your dealers to cooperate. 
Suggest that they show their cus- 
tomers how easy it is to replace a 
single outlet with the Hubbell Du- 


plex Convenience Outlet shown 
above—providing two connections 
instead of only one; or how an old 
stvle screw-shell single outlet may 
be just as easily replaced by a 
Hubbell Single Convenience Out- 
let which accommodates any plug 
cap, whether the blades be paral- 
lel or tandem. 


Right now is a good time to push 
convenience outlets! 


HARVEY HUBBELL*« 


ELECTRICAL W., 


small side- BRIDGEPORT 


outlet. 


Strong, compact, inexpen- 


sive, 


ING DEVICES 


CONN. U.S.A. 
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It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 
products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, II. 


| as compared 


| 1928. 


| pliance business 





~ 





From left to right: 


Some of the heavy hitters of Crannell, Nugent & Kranzer, Inc., New York City. 
A. J. Gull; C. J. Deuterman, assistant sales manager; J. H. 
Hughes, secretary; William Cresswell; J. E. Reaney, sales manager, and R. J. Young. 





| Where the Jobber Stands 
On Appliance Sales 


(Continued from page 10) 
| $2,100,000 as against $2,140,000 in 
1923. 


Dish washers in 1922 were $1,800,- 


000 against $566,000 in 1923. 


All other electrical household ap- 


| pliances in 1922 were $21,700,000 as 
| against $21,240,000 in 1923. 


The total sales of all electrical ap- 
pliances in 1922 reached $55,300,000 
with $60,000,000 in 


The above does not show any 


| startling growth in the electrical ap- 


not quite eight per 
cent in the total. 

Among the 37 jobbers it was fur- 
ther found that 10 maintained special 
appliance departments and 11 had 


Nine of 
them had made some effort in the di- 
rection of 


special appliance salesmen. 


special appliance cam- 
paigns. 


* * 


Hard Luck Sam 


(Continued from page 22 

with some bird’s card and says _ its 
about a position. The old man says 
to bring him in and_ goodness, 
gracious Agnes, it’s Hannegan! Be- 
fore he could back out or say a word, 
Standish’s uncle says: “Mr. Hanne- 
gan, I believe you're acquainted with 
Sam Jinks, our new sales manager.” 

Haw! Haw! Haw! 
didn’t I, Phil? Run down Sunday 
and help me celebrate. 

Yours 100% 


light wines and beer, free gas and a 


Fooled you, 


for no man’s collar, 


five day week. 





ganization. 











company. 


Washington, D. C., the home of Presidents and also a very well-known jobbing 
house, namely the Doubleday-Hill Electric Co. This photo shows part of the or- 
In the center with the derby hat is C. Phillips Hill, president of the 


= 
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Appliance Conds 


Electrical table service without the nuis- 
ance of a tangled attachment cord is eas- 
ily secured by specifying PARANITE 
appliance cord. The extra flexibility of 
this special cord greatly increases its life 
in service and adds to the satisfaction in 
the use of the appliance. 
PARANITE appliance cord is made 
in several sizes, with standard conductor 
of No. 34 gauge copper. It is much more 
flexible than the average cord for this 
service, which uses No. 30 strands. 


The selection of PARANITE for use 
in this service is in keeping with highest 
degree of perfection in up to date appli- 
ance design. 

















PARANITE appliance cord is made in several sizes 


and can be furnished with any standard braid cover. 


riT7sPARANIT Ese: 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 


Chicago Office, 810 Marquette Bldg. 


New York, The Thomas & Betts Co., 63 Vesey St. 
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Homeyer ~ 


Electric Radiant Heater 
List Price $8.50 


Here’s an attractively and scien- 
tifically designed heater to give effi- 
cient service at a reasonable cost. 

The heating element is made of 
the highest grade wire 
and is fully guaranteed for 
one year. It is replace- 
able—screws in and out 
like a light bulb. 

The guard is substan- 
tially made—easily attached and removed. Diameter of heater is 
13 inches. 

No. 16 asbestos covered heater cord is used on all Homeyer 
Reflector Heaters. 

This heater is a sales maker for you. Its artistic appearance 
and sterling heating qualities make it sell practically on sight. 

Men—get behind these heaters. Talk them to your trade. 
Shipments made immediately. Folder on request. 







Homeyer Manufacturing Co. 
1385 E. 17th St. Cleveland, Ohio 



































fF VERY person connected with the selling end of 

the electrical industry will find something of in- 
terest, something worth reading, in every issue of 
THE JOBBER’S SALESMAN 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of THE 
JOBBER’Ss SALESMAN 


Send a dollar for a year’s subscription. 




















{ 
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SHELF ;'GOODS 


How It Felt to Him 
A certain jobber’s salesman leaned 
against a switchboard and soaked up 
500 volts. A friend, trying to sympath- 
ize asked: “What was it, Jack, A. C.2” 
“A. C. hell!” said Jack, “it was the 
whole alphabet!” 
*x* * * 
Over There 
Just as he caught sight of the Ger- 
mans in their trenches, the sergeant 
kneeled on‘a charged piece of wire. Be- 
ing an electrician in civil life he knew 
they were shock troops. 
*x* x * 


Probably Some Bootlegger’s Code Word 
A French-Canadian customer wrote to 
St. Paul Electric Co. for a set of 


“brooms” for a Wagner motor. 
* 


Double Action 
If, pale and still, I lay within my bier, 
And you should come to my cold 
corpse and say: 
“All nations pledge to disarm right 
away,” 


The bonds of Death would snap, and 
I'd arise. 
But if you’d add: “I know a flat for 
rent,” 
“Children allowed—for thirty iron 
men,” 
By all the gods! I’d drop back dead 
again ! 
* * * 
Not So Good 


A doctor burst into a room full of 
poker players. “Boys,” he said excitedly, 
“there’s a man dying in here but I can 
save him with a pint.” Up jumped a 
husky fellow and said: “I'll volunteer, 
doc., go ahead examine me.” “Examine 
you?” repeated the puzzled doctor, “I 
want a pint of whiskey.” ‘What?” 
yelled the volunteer, “give up a pint of 
whiskey to a bird I never saw? I 
thought you meant blood!” 

x * x 
The Height of Indifference 

A dealer who was hopelessly in debt 
was telling a friend how he begged a 
certain jobber for more credit. “I told 
him that, unless he let me have the addi- 
tional material I would go bankrupt.” 
“What did he say?” asked the sympath- 
etic friend. “I won’t repeat it,” said the 
dealer, “but you'll find his answer in the 
second line of ‘Hail, hail, the gang’s all 
here!’ ” 

x * x 
Those That Won’t Hear 

Small Boy: Merry Christmas, Mr. Mc- 
Pherson. 

Canny Scot. What, mon, what? 

S. B. (louder): Merry Christmas! 
Jingle, jingle! Santa Claus! 

C. S.: I dinna hear ve. 

S. B (exasperated): Well, it’s a fine 
time to be took deaf! 

ae 
Beautiful, But Dumb 

Two flappers at a band concert were 
arguing about the title of the piece be- 
ing played. One said it was the Prison 
Scene from Faust, while the other in- 
sisted it was the Sextette from Lucia. 
To settle it, one of them worked her 
way close to the stand, read a sign and 
returned. “We’re both wrong, Mame,” 


| she said cheerfully, “It's the Refrain 
| from Spitting.” 
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Note: The simplicity and durability 
of the lath holders, stamped from 20 
gauge steel. Making it the best 
lath holder upon the market. 





Note: See arrows pointing to bolts 
holding the switch box to the sup- 
port bars, making it firm and rigid. 
Also note two bolts come complete 
with outlet, which saves the con 
tractor two bolts on every hole. 




















“ONE TRIP UP THE LADDER” 
SWITCH AND OUTLET BOX SUPPORTS 


MOTOR CITY SWITCH BOX SUPPORT BARS are quickly and 
easily assembled on the job, for the lath holders bolt the upper and lower 
bars on the switch boxes together, nail it into place and the operation is 
complete, saving the contractor Time, Labor and useless trips back to the 
job to re-arrange switch and outlet boxes. MOTOR CITY SWITCH 
BOX SUPPORTS ARE STAMPED FROM 20 Gauge steel; come packed 
100 to carton and complete with bolts. 

MOTOR CITY OUTLET SUPPORT BARS are stamped from 14 
gauge steel, making it the strongest bar upon the market. Assembled on 
the job by bolting the loom slate and fixture stud to the support bar, make 
one trip up the ladder, nail it into place. MOTOR CITY OUTLET SUP- 
PORTS come complete with two bolts, which when installed save the 
contractor two bolts on every outlet. EASY to handle, economical to in- 
stall. Ideal for the jobber to handle, as they come packed complete. 100 
to a carton. 

Motor City Loom Plates, Support Bars and Fixture Studs Come Com- 
plete Ready to Install. Packed 50 to a Carton. 


Jobbers Write for Prices Today. 


MOTOR CITY STAMPING CO. 


Offices and Factory £550 Hart Ave.. 
Detroit, Mick. 
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Why there is nothing sluggish 








about “Torrid” Sales 





Place Torrid before your customer. | 


Ask him to check its construction 


point for point with pads costing | 


the limit. 


Then ask him what he thinks it | 


should sell for. 


Ten-to-one he’ll guess 30% higher 


than it really lists for. 
Point out the profit and turnover 


possibilities—and send his order to | 


the House. 


That’s all there is to 
it! 


Pm 


parts) 





ff} Torrid has TWO) 
thermostats. Torrid | 
has nickel _ resistor | 


wires wound on as- 


bestos core, covered 


with asbestos braid. 

Torrid is made 

throughout to bring | 
repeat business ll | 
along the line. And | 
it does it. 

If your ‘G M’ hasn’t | 
Torrid, have him| 
write— 








ga 


_ ___.. Hartford, Conn. _ 





—_ 


Pacific Coast Agents, Western Agencies, Inc., 
San Francisco, Calif. 
Southwestern States, The Folsom Co., 
Dallas, Texas. { 
Southern States, The Robertson Sales Co., 
Birmingham, Ala | 








| 
} 
| 
} 


M. W. Vye and Ray H. Smith, pro- 
prietors of the Vye-Smith Co., Boston, 
Mass., as they looked on the day they 
opened business. Both of these men 
were formerly connected with the Wet- 
more-Savage Co., Mr. Vye having been 
sales manager. In addition to a full line 
of electrical materials for all kinds of 
construction, this company is also han- 
dling radio supplies, appliances and other 
specialties. Here’s wishing them all kinds 
of success. 





The Promise of a 
Prosperous Year 


(Continued from Page 7) 


culty that the contractor-dealer 
is experiencing and_ for _ that 


matter central stations and jobbers as 
well, which is that it isn’t so much the 
margin that holds the electrical dealer 
back as fear in asking a fair price 
for his goods, on account of competi- 
He 


large department store in his city that 


tion. cites an instance of a 
was selling Christmas tree lamps at 
20 cents and he ventured the asser 
tion that almost every dealer and job- 
ber in the city of Louisville would 
have been glad to get a list price of 
14 cents on the clear and 15 cents on 
the colored. 

B. B. Downs of the St. Paul Elee 
tric Co., suggests that the best aid to 
the contractor-dealer would be the es- 
tablishment of 


Trade in the cities and then broadcast 


of electrical Boards 


| their work to the country dealers. 


Radio Situation 
The radio undoubtedly 
of the fields 


where a decided increase in business 


business, 


one most attractive 





may be expected this year, is one on 
which opinion is still divided among 
the jobbers. As far as the reports 
go, about two-thirds are expecting to 
additional efforts on this line 
while the not broaden 
their activities. 

One western jobber will maintain 
five radio specialists, and his other ac- 


make 


others. will 


tivities will be greater than in any 
previous year. A substantial growth 
in volume in expected. 

O. Fred Rost, Newark Electrical 
Supply Co., does not plan extension 
in the radio field until the process of 
reduce cut-price 
point the 
legitimate dealer can exist in his ter- 
ritory. It may be explained that an 
unusual condition exists in the 
called “Metropolitan  District’’ 
New York, on account of the immense 


elimination _ will 


competition to a where 


So- 


of 


number of small radio stores in the 
“metropolis, among which price-main- 
tenance is unknown and which in ut- 
ter disregard of list or advertised 
prices quote radio materials at any 
price that will get the sale. 

In the territory of the Perry- 
Mann Electric Co., Inc., W. L. Perry 
reports that a very large proportion 
of the population is rural. ‘They are 
planning in 1924 to take very active 
steps to familiarize the farmer with 
the radio and the enjoyment and bene- 
Each dem- 


onstration agent is equipped with a 


tit he will receive from it. 


portable radio outfit and goes after 
the farmers through the farm light- 
ing plant agents, 











Behind the glasses of this serious look- 
ing chap. you will find a pair of merry 
eyes. We have here Frank Muehlenbruch, 
junior member of the Love Electric Co., 
of Tacoma, Wash.,—a business getter of 
the first rank. 
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“Exacting Choosers are Hemco Users’ 


3rd prize—H. M. Nudelman, Chicago, 


L. O. Stanley, Minneapolis, Minn. 


“For Convenience—Hemco-ize Your 
David Aston, Chicago, IIl. 


Earl Harshbarger, Chicago, Ill. 


and Appearance” 
Mrs. Otto Kummert, Brooklyn, N. Y. 


H. W. Sander, La Grange, Il. 
“‘The Name Hemco Insures Quality” 


J. R. Murray, Wilmette, Ill. 


M. L. Brown, Chicago, Ill. 


2nd prize—J. A. Coleman, Sidney Center, N. Y. 


“Multiply Your Outlets with Hemco” 
4th prize—T. B. Schaff, Columbus, Ohio 


Other Slogan Winners 


“Extra Outlets Without Extra Wiring” 


“THOSE WHO KNOW 
---DEMAND HEMCO” 


“Any Outlet is Convenient with a Hemco”’ 
y 


’ 


” 

Home First prize in the HEMCO 
Slogan Contest was won by 
Myrtle Tillema, Milwaukee, 
Wis, with the © slogan 


“Hemco’s Fame’s Not in Its Name, It’s in Its Quality” “THOSE WHO KNOW— 


DEMAND HEMCO.” Other 
representative slogans of 
the thirty-eight prize winners 


“Hemco Products Are Supreme in Usefulness, Quality are herewith reproduced. 


HEMCO PRODUCTS are 
leaders today because they 
are the first choice of discrim- 
inating dealers and consum- 
ers. During 1924 those who 


“T_et Hemco Perfection Be Your Selection” know will demand HEMCO 


PRODUCTS. 


JUDGES 
Fred T. Bangs, Geo. J. Kirk- 


gasser Co. 


Howard Erlich, Pres. Elec- 


“The Way to Health—A Hemco Health Pad’’ trical Trade Pub. Co. 


Jas. H. Picken, James H. Pick- 
en Co. All of Chicago. 











/ Begin the New Year right. Demand HEMCO PRODUCTS 


557 W. MONROE ST., 








for customer satisfaction and profits 


GEORGE RICHARDS & COMPANY 


CHICAGO, ILL. 
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Making it Easy 
for You to Sell! 





The popularity of 
the violet ray has 
been gaining im- 
petus, until at the 
present time, 
practically every 
publication hav- 
ing health and 
beauty depart- 
ments recommend 
violet ray ma- 
chines. 

This indicates 
that the true 
claims of health 
and beauty value 
of the violet ray 
machine have 
been_ accepted, 
universally. 

It is readily rec- 
ognizable that 
these conditions 
make selling 
easier for you. 
The wise sales- 
men will cash-in 
on this previously 
created business. 
The Shelton Vio- 
let Ray is unques- 
tionably_ the 
finest machine on 
the market. Its 
construction is an 
example of per- 
fection in violet 
ray machine con- 
struction. 

Is it any wonder 
that users of the 
Shelton are en- 
thusiastic _ boost- 
ers? 


Inform your deal- 
ers of these facts 
about the favor- 
able situation for 
big sales in the 
violet ray field. 


Retail 
Prices 
$12.50 
to 
$100.00. 


SHELTON 


ELECTRIC COMPANY i | 
CHICAGO | # ) 


NEW YORK 

















Growing Plants Under Artificial 
Light 


By SAMUEL G. HIBBEN 


Manager Illumination Bureau, Westinghouse Lamp Co. 


It will take many years to deter- 
mine the effects of artifical light on 
all species of plants from the edel- 
weiss of the frigid north to the orchid 
of the tropics. There is at hand, 
nevertheless, the possibility of a 

| large new field for the sale of light- 
ing accessories and power. A con- 
servative estimate of 50,000 green- 
houses, each with six to 15 500-watt 
_units would represent for the average 
burning period, 25,000,000 kilowatt 
hours per year! 
Light energy that turns the sun- 
flower on its stalk, opens the morning- 
| glory, or strengthens the drooping 


_stalks of many vegetables, un- 
| doubtedly is indispensable to natural 
| plant growth. Numerous _investiga- 
tions heretofore, mostly technical or 
academic, have pointed the way to 
the possibility of man’s control over 
the vegetable kindom by the process 
of stimulating plant growth with the 
proper illuminant, provided the 
| chemical structure and health of the 
| plant be not disturbed. 

Early experiments made upon 
flowers and vegetables demonstrated 
that artifical light has a considerable 
effect upon the growth and structure 
| of many species of flora. The electric 
are lamp was investigated as an arti- 








ficial sun, but no commercial use was 
| made of the idea, chiefly due to the 
| mechanical difficulties of the are lamp, 
_to changing color and intensity of 
| the light, and other discouraging 
| factors. 

An arrangement of Mazda lamps 
| 


and reflectors based upon commercial 
=- 


TT n 


experiments by the Westinghouse 
Lamp Co., and suitable for the com- 
mercial greenhouse, is shown in the 


‘illustrations. Standard clear’ bulb 


Mazda C or gas filled incandescent 
lamps have proven to be satisfactory 
for this application. The 500 watt, 
750 watt, or 1000 watt lamps are 
satisfactory, equipped with deep bow] 
metal reflectors, to concentrate the 
light and heat directly on the bench 
or the flower pots, placed from two 
to eight feet beneath. An adjustment 
allows the lighting units to be raised 
as the plants develop. 

It is evident from experiments so 
far completed, that the artificial light 
should be of an intensity of not less 
than 500 foot-candles to secure ap- 
preciable results and perferably of 
1000 or more foot-candles as the time 
of application is shortened. Ordinary 
110-120 volt service from either cen- 
tral station lines or local farm light- 
ing generator sets is suitable. A 
successful lighting schedule has been 
developed whereby the incandescent 
lamps are turned on at 9 or 10 o'clock 
each evening, burning until 2 or 3 
A. M. and preferably being con- 
trolled by a-clock or time switch. If 
watering is frequent, the length of 
burning time may be increased, at 
least during the period of germina- 
tion. Intervals of rest are absolutely 
necessary. 

The process from the commercial 
standpoint is most useful in connec- 
tion with valuable flowers or seedlings 
where a large number can be con- 
centrated in a small area. This 
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P&S Candle Sockets 


KY Totllemertite acquaintance 
be forgot” 


Pass & Seymour, Inc. .. Solvay, N. U. 
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Edited by “SE-AR-DE” himself 


<€{RD> THE SE-ARDE BROADCASTER <€AD> 


1924 Is Se-Ar-De Year! 








SE-AR-DE Radio frequency air coil transformers were 
designed to be used in most any type of tuned radio 
frequency, they are mounted on our No, 111, 11 plate 
variable condenser (.00025MF. cap). 

The primary is wound on a bakelite 234 tube and con- 
tains 6 turns of No. 22 wire, the secondary is wound on 
a 3-inch bakelite tube and contains 71 turns of No. 22 
wire, the secondary section is tapped at 16 turns. 


These units are packed 5 in a box together with 2 


compensating condensers. 


These units when properly assembled and wired will 
prove very efficient and will cover a wave length range 
irom 230 meters to 580 meters. 


The compensating condensers furnished were de- 
signed particularly for use with these coils and the 
capacity can be thrown +o cither side of the circuit as 
desired. 


These units make ideal tuning clements for several 
of the dyne type of set which are being exploited at 
the present time. From a standpoint of efficiency they 
will give results superior to any tuning units of their 
tvpe. 

Three of these units and two neutralizing condensers 
are packed in a substantial display box. 


Catalogue No. 112 ....$23.50 








We are starting upon a new 
year, and I want to take this 
occasion to thank each of you 
jobber’s salesmen and jobber’s 
for the sales effort you have 
placed behind SE-AR-DE 
radio products during 1923. 


Recently we placed on the 
market our X. Y. Z. set which 
has swept the territories in 
which it has been released like 
wildfire. For simplicity of 
operation and distance the re- 
sults are really marvelous. In the 
next issue of the Jobber’s Sales- 
man will appear complete data 
and selling information on this 
set. 


This X. Y. Z. set together 
with the regular line of SE-AR- 
DE products will give SE-AR- 
DI jobbers and their salesmeu 
one of the strongest radio lineups 
we know of for 1924. Jobbers and 
salesmen the SE-AR-DE line for 
1924 will make you real money, 
it will get you dealers whom you 
could not sell before. 


To jobbers who are not now 
selling the SE-AR-DE line of 
radio products, write us and if 
we are not represented in your 
territory we shall be glad to 
give you full details of our SE- 
AR-DE merchandising plan. 

To jobber’s salesmen whose 
house does not handle SE-AR- 
DE products have your sales 
manager write us for our mer- 
chandising plan. 

1924 is SE-AR-DE year! 





R. MITCHELL CO. 


255 Atlantic Ave. 


Boston, Mass. 


For 47 years Manufacturers of Scientific and other equipment 


Look for trade mark on every piece 
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New developments of special 
interest to Jobbers, both in Resi- 
dential and Commercial Lighting 
Equipment, will be featured in 
our display at the Lighting 
Equipment Market, Room 1428, 
Hotel Sherman, Chicago, 





January 21 to 26, 1924. 
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Proper mixing of the ingredients used 
in ACE and VICTOR Dry Cells pro- 
motes uniform corrosion of the can 
and gives the maximum energy for a 
greater length of time. 


THE CARBON PRODUCTS co. | 


ACE Dry Cells ‘ ak 
SEE 


ACK Hot Spark Batteries 
ACE Flashlights and Flashlight Batteries 
ACE Wireless Batteries. ACK Carbon Brushes ort ay 
VCE Welding Carbo's. VICTOR Telephone Cells 
HICKEY Projector Carbons 
Complete line of Carbon Specialties of the 

highest quality 
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Too busy to stop for a photograph, so 
we up and shot ’em. Here’s the result. 
They are Lloyd Butcher and Mrs. George 
Curtiss of the Universal Electric Co., of 
San Francisco. The Universal is a new 
company recently started by George Cur- 
tiss, formerly sales mannger of the Elec- 
tric Railway and Manufacturers Supply 
Co., of San Francisco. 





occurs in the case of truck or farm 
products where the plants are first 
grown in a greenhouse preparatory 
to transplanting after they have ob- 
tained a development of only a few 
inches. The blooming flowers can, 
to a large extent, be made to blossom 
and bloom at a predetermined time, 
such flowers available 


which makes 


for a seasonal market. There is noth- 


ing especially radical in this process 








Installation of Electric Lamps in Green- 
house to Promote Plant Growth 


of forcing, any more than in the 
fattening of a hog by liberal feeding 
of easily assimilated foods. 

The process of plant stimulation 
may also be extended to the control 
of vegetation, grown for a study of 
if the 
temperature and moisture is 
tained, many plants can be brought 
into full development in 
where little or no daylight is avail- 


plant diseases, and proper 


main- 
sections 


able. 
























Production 


Following are the figures on cur- 
rent generated central 
light and power stations in the vari- 
ous states of the union for 1922, The 
total of 45,307,537,000 kilowatt hours 
is far in excess of the 32,678,806,000 
in 1917 and 17,621,809,000 in 1912. 


by electric 





States 
New York... 
Pennsylvania 
California 


1922 
..6,072,845,000 
4,518,973,000 
4,250,424,000 


Illinois 3,447,275,000 
Ohio 2,786,201,000 
Michigan 2,108,107,000 
Massachusetts . 1,898,004,000 
Montana 1,467,590,000 
Washington 1,185,446,000 


Alabama and ‘Tenn 
Wisconsin 
Indiana 


1.175,230,000 
1,119,145,000 
1,089,127,000 


mls 
New Jersey 1,084,108,000 
Missouri 1,069,036,000 
Iowa 1,068,421,000 
South Carolina 880,512,000 
‘Texas 839,950,000 
Minnesota 744,101,000 
Utah 741,046,000 
Virginia 668,277,000 


Georgia 

Connecticut 

Oregon 

North Carolina 

Rhode Island 
Colorado 

Maryland 

Kansas 

Maine 

Nebraska 

N. Hampshire and Vt. 
West Virginia 282,855,000 
Dist. of Columbia 282.389,000 
Kentucky 275,557,000 
Louisiana 265,406,000 
Oklahoma 264,146,000 
Idaho 227,040,000 
Florida 176,037,000 
\rizona 150,831,000 
Arkansas 141,161,000 
Delaware 74,571,000 
Mississippi 67,360,000 


629,690,000 
628,518,000 





$21,727,000 
$05,560,000 
395,506,000 
379,532,000 
361,379,000 
353,620,000 
331,617,000 
309,045,000 





South Dakota 59,593,000 
Nevada 15,664,000 
North Dakota 39,314,000 
Wyoming 33,091,000 
New Mexico 17,252,000 

Total 45,307,537 ,000 








Meet the boys from Washington from 
the Washington Electrical Supply Co. of 
Spokane. Left to right are: M. Sebern, 
general manager; A. H. Crowell, specialty 
salesman on the Arthur & Fowler heating 
devices; E. B. Parsons, country salesman; 
and H. A. Smith, in charge of radio de- 
partment. 


Tremendous Increase in Power 
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Sell your dealers 


Flood-O-Lite, Jrs 


lectrical retailers are selling large 
quantities of Flood-( )- Lite, J Pi the 
portable spot-flood light which pro- 
duces attractive lighting effects in 
display windows. This unit is in 
great demand and a few sugges- 
tions on your part to your dealers 
are sure to result in profitable busi- 
Flood-O-Lite, Jr., is a qual- 
ity product throughout and it is a 
product which you can sell advan- 
tageously to vour very best trade. 
The features listed below indicate 
some of the special values built into 
this effective display lighting unit 


6 Quality Features 


fess. 


“quipped with scientifica 
shaped Crystal glass reflect 

2. Reflector mirrored with a 
laye1 of pure grat silver 
Silver pr tected by « pper plat 
ing and baked enamel iting 


4. Reflector 


guaranteed five year 
not to check, peel tarnisl 
5 Portable base makes lange 
position convenient 
6. Ball and socket joint permits 
perfect adjustment of directior 


Mail this coupon 


SBAABAABAASBABRERREEREER ER EEE EEE EE |S SB 


Reflector & Illuminating Co., 
575 W. Washington St., Chicago, Illinois. 


I want to profit by the popularity of Flood 
O-Lite, Jr. Send me descriptive literature and 
suggestions which I can pass on to retailers. 


Name 


Address 
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MANUFACTURERS 














Brunt Changes Name 

Announcement is that the 
corporate name of the Brunt Porce- 
lain Co., Columbus, Ohio, has been 
changed to the Brunt Tile & Porce- 
The change has no effect 


made 


lain Co. 
on the conduct of the business, neither 
will there be any change in person- 


nel. 
* * * 


Standard Stove Will Move to 
Goshen 


The Standard Electric Stove Co., 
of Toledo, Ohio, has outgrown its 
plant and facilities in that city, where 
it has been located since 1914, and 
early this year will move to Goshen, 
Ind. 

The company was recently reor- 
ganized as an Indiana corporation. 
its officers and directors have not 
been announced, but it is understood 
that Harry A. Engman, Jr., of the 
Engman-Mathews Range Co., of 
Goshen, and others associated with 
him, will become prominently identi- 
fied with the enlarged business. 

The Standard line has attained an 
enviable reputation on the market, 
and, since electric ranges have be- 
come the “last word” in large apart- 
and more modern 


ment buildings 





homes, the company’s capacity has 
been overtaxed at Toledo. With no 
available building or location at hand, 
it was decided to seek a location and 
facilities that would take care of the 
present as well as the future demand. 

The Standard side wall range has 
heretofore been available as an elec- 
tric range only, but it is understood 
that it will be built in the new factory 
for the gas stove trade as well. 

Arrangements are being made to 
move 100 of the skilled old employes 
of the present company, with their 
families, to Goshen. 

The sales policy of the company 
has always been “distribution through 
trade channels.” Asso- 
ciated with them on sales are many 
well-known electrical distributors 
throughout the United States, such as 
the Holt Electric Co., Jacksonville, 
Fla.; Carroll Electric Co., Washing- 
ton, D. C.; Interstate Electric Co., 
New Orleans, Commercial 


electrical 


La.; 


Electrical Supply Co., St. Louis, Mo.; 
Post-Glover Electric Co., Cincinnati, 
Ohio; A. T. Knowlson Co., Detroit, 
Mich.; The Leutkemeyer Co., Cleve- 
land, Ohio; Iron City Electric Co., 
Pittsburgh, Pa.; Elliott-Lewis Elec- 
tric Supply Co., Philadelphia, Pa.; 








E. W. Ham Electric Co., Worcester, 
Mass., and Commercial Associates, 
Inc., on the Pacific Coast, all of whom 
will Le interested in this new develop- 
ment of the business. 


S = * 


Electrical Specialties Co. and 
Bryan-Marsh Entertain 


On Tuesday, December 11, at Ho- 
tel Tuller, Detroit, the Electrical 
Specialties Co. and the Bryan-Marsh 
Division gave an informal dinner and 
entertainment which was very inter- 
esting and a distinct success. Nearly 
all of the 120 guests were Form A 
lamp agents of the above jobber. 
Both invitation and souvenir program 
were attractive. The latter bore, in 
addition to the list of speeches and 
numbers, a humorous menu including 
such items as Iced Insulators, Hot 
Juice, ete. 

The after-dinner program was be- 
gun by Art Reid, Bryan-Marsh, 
whose subject was: “Lights On.” 
Howard Shaw, of the Electrical Spe- 
cialties Co. followed with a talk on 
“Co-operation.” Both left a lasting 
impression by their handling of con- 
structive proposals for more and bet- 
ter business. This part of the pro- 
gram was concluded by a special illus- 








= © OFFICE AND PLANT 
ENGMAN MATTHEWS RANGE Ca" 
TWO GENERATIONS OF RANGE BUILDERS 
GOSHEN,IND-US.A. 
ON LINCOLN HIGHWAY 4ND 

NEW YORK CENTRAL RAILROAD 
































New plant of the 
Standard Eleciric Stove 
Co. Goshen, Ind., which 
will be oceupied early 
ia 3924. The factory 
lies between the Lin- 
coln Highway and the 
New York Central 
tracks and is 1,000 ft. 
long by 80 ft. wide, ex- 
clusive of office space 
and wings and is 
equipped with the most 
approved type of metul 
working equipment. 
Here Standard ranges 
will be manufactured 
in 40 models and a 
large variety of sixes 
and styles. 
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Testing Laboratories 






materials which are tested in this institution. 





trated number “Bryan-Marsh Lamps 
in the Making.” 

The evening was made more enjoy- 
able and profitable by the staging of 
a clever playlet entitled: “Putting It 
Over,” the prologue being furnished 
Earl 


Without going into details, the scene 


by Anderson, Bryan-Marsh. 
was laid in a modern electric shop 
and naturally plot and action cen- 
tered around a good job of selling 
with all its interesting features, both 
serious and humorous. 

The 
Nela Park, as a lamp agent; R. 
Wallace, Electrical 


who shone 


cast included: Ed. Stryker, 
A. 
Specialties Co., 
as Joe Dumm, a dealer; 


Joe Lawall, Nela Park, a wealthy 


business man; John  Rulkoetter, 
Bryan-Marsh, as a_trouble-shooter, 
and Chas. Gourlay, Electrical Spe- 
cialties Co., who played the janitor. 
Several customers who came to scoff 
and remained to buy were: Howard 
Shaw; George Nelson, Bryan-Marsh; 
A. A. Hargrave and Carl Schmidt, 


both of the Electrical Specialties Co. 
* * * 


Waage Moves Offices 


On January 1, 1924, the officers of 
the Waage Electric Co., including the 
sales, purchasing and accounting de- 
partments, were moved from 12 South 
Jefferson street to their large new 
factory at 5100 Northwest Ravens- 


wood avenue, Chicago. 








This photograph of a novel and interesting window display was furnished by 


Altorfer Bros. Co., Peoria; Il. 
duction. This is it: 
a washing machine. 
buy her a monument.” 


“Here lies the wife of Hiram Green. 
But when over the tub her life she had spent, he hastened to 


All of the middle sign is not readable in the repro- 


He would not buy her 


“AMERICAN 
BRAND” 


Weatherproof and 
Bare Copper Wire 


| 
| and Cables 


1 ia . ee ee i 
The above interesting exhibit was recently made at Atlantic City, by the Electrical MORE THAN WIRES 


and gives some idea of the great variety of products and 


| 


| AND CABLES — 
THEY’RE 
| SALES MAKERS 


i Brand” Weatherproof 
‘and Bare Copper Wire and Cables 
‘and A-| Magnet Wire are versatile. 


While they are conceded the best 
\wire and cables to be had, they 
'create sales for the jobber and his 
‘salesmen. 


|The initial sale of this line is but 
‘the first order to consistent repeat 
orders—repeat orders of goodly 
volume. 


Jobbers’ salesmen will find this line 
of quality wire their best bet for 
sure and bigger sales volume. 


Quality 
sample of these wires. 


talks—show your trade 


We'll send 





| 
| 
| 


‘them if you wish. 


American Insulated 


Wire & Cable Co. 


CHICAGO 


















“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES | 
” HAS NO EQUA! 
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New Electrical Products, Illustrated 











Simplicity, safety, adjustability and 
economy are some of the features of 
the “Safetee,” a new focusable re- 
flector and holder combined, devel- 
oped by the Safetee Unit & Mfg. Co., 
9312 Cassius avenue, Cleveland, Ohio. 
It can be instantly snapped over the 
top of a socket by a safety snap strap 
that holds the unit rigidly in place. A 
simple turn will adjust or focus the 
light, insuring perfect diffusion and 
eliminating glare and shadows. ‘The 
adjustable patented arrangement will 
raise or lower any size or type bulb, 
placing it in the correct position to 
obtain maximum light. ‘The mirrored 
reflector and focusable feature catch 
all the light rays ordinarily lost. ‘The 
holder is made entirely of aluminum 
and can be installed without the use 
of any tool. 


Aside from its qualities as a 
heat producer it is easily seen 
from the illustration that the 
new Homeyer radiant heater is 
designed to be very attractive 
in appearance. Current con- 
sumption is about 600 watts. 
The heating element may be re- 
moved and an ordinary lamp 
inserted, producing a powerful 
searchlight. The guard and 
standard are very substantial 
in construction. Diameter is 13 
in., and the whole unit with its 
cord is packed in a carton,— 
total weight 7 lbs. This is made 
by the Homeyer Mfg. Co., 1385 
East 17th Street, Cleveland, 
Ohio. 

















Illustrating the modern trend in 
lighting equipment, this beautiful wall 
piece is designed and manufactured 
by the Frankelite Co., 5016 Woodland 
avenue, Cleveland, Ohio. Similar de- 
signs of hanging types and wall 
pieces are included in this line, all of 
which are made of cast brass. 











The “Electrahot” range 
No. B-57 is an addition to 
the line of appliances man- 
ufactured by the Electrahot 
Appliances, Inec., 307 Fifth 
avenue, south, Minneapolis, 
Minn. Some features of this 
range are: If a fuse burns 
out only one burner is af- 
fected; the reciprocating 
switches will turn either 
way; a plug for connecting 
other appliances will enable 
one to get the same low rate 
as on the range; fuses very 
easy of access, all elements 
separately fused. It is made 
with the oven on _ either 
right or left side, and is fur- 
nished in dull black with 
white porcelain panels. 








The American ‘Time Switch 
Co., Commercial building, Cleve- 
land, Ohio, has recentiy perfected 
and placed on the market a time 
switch clock containing many ad- 
vanced features and improvements 
that are being accorded a warm 
welcome by all users of such 
equipment. A small dial, marked 
off into day and night periods of 
12 hrs. each, with each hour space 
subdivided into quarter hour pe- 
riods, permits a quick and accu- 
rate means for setting the time 
switch to function at any prede- 
termined instant. ‘This dial is en- 
closed within the case and cannot 
be tampered with, except by open- 
ing the door of the clock case. An 
outstanding feature is the single 
key that winds both the timing and 
switching units and is also em- 
ployed for locking the door. The 
“American” time switch clock is 
made in three standard types, for 
20, 80 and 50 ampere capacity and 
250 volt circuits. 
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In Detroit 
ILG VENTILATING FANS 


Are Everywhere 


ETROIT is the home of a million of America’s most discri- 
minating buyers — it’s distinctly a quality market — one 
where public demand for a product is measured by its ability 

for genuinely satisfactory service. That’s why ILG Ventilating 
Fans are everywhere. You see them at the butcher’s, the baker’s 
and the candle-stick maker’s as well as in homes, institutions, 
stores, factories and shops of every description. 


Persistent judicious advertising has made the ILG Ventilating 
Fan nationally famous and superior merit and performance have 
permanently established its leadership. The ILG is the only ven- 
tilating fan made with a fully enclosed self-cooled motor — made, 
tested, sold and guaranteed as a complete unit — and it’s painted 
green. 


Send for a copy of ILG Tell Tales, an illustrated prospectus 
that tells the whole story regarding the ILG proposition from 
the standpoint of dealer, jobber and jobber’s salesman. 












Partial List of Installations in Detroit 


Vernors Ginger Ale 
Barbas Bros. Confectionery 
Warks 

Cabin Chop House 
Andan Restaurants 

Al Smith’s Lunch 
Metropolitan Hotel 
Grennan Cake Co. 
Federal Bakeries Corp. 
Union Trust Co. 

Dime Savings Bank Bldg. 
Recreation Bldg. 


Detroit Saturday Night 
Book Bldg. 

General Motors E! dg. 
S.S. Kresge Co. 
Sallan Co. 

T. B. Rayle Co. 

J. L. Hudson Co. 
Packard Motor Car Co 
Fisher Body Co. 
Truly Warner 
Detroit Edison Co. 
New Detroit Theatre 


ILG ELECTRIC VENTILATING COMPANY 


2854 NORTH CRAWFORD AVENUE 
















CHICAGO, ILLINOIS 





FOR OFFICES - STORES: 
FACTORIES: PUBLIC BUILDINGS: 
RESTAURANTS -:THEATRES :HOUSES -ETC: 
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New Electrical. Products, Illustrated 








The “Noark” universal service 
switch featured below concentrates all 
the functions necessary for complete 
service connection and _ distribution 
into one single compact unit. The 
use of any other arrangement involv- 
ing a combination of separate devices 
to provide the main service entrance 
switch and cutout, meter connection 
and testing block and the distribution 
branch cutout and cabinet, including 
also means of connecting these parts 
together and wiring them up, entails 
not only greater first cost, for the 
actual devices and parts necessary, 
but also a much greater labor cost in 
their installation. It is being manu- 
factured by the Johns-Pratt Co., 
Hartford, Conn. 








This unique lighting fixture is be- 
ing manufactured by the Robert 
Findlay Mfg. Co., Inc., 224 Fifth ave- 
nue, New York City, and is furnished 
in colonial silver. 








The Crescent Washing Machine Co., Beechwood avenue, New Rochelle, N. Y., 
announces its new automatic Model “FF” dishwasher for use in hotels, hospitals, 
restaurants, institutions, etc. It is guaranteed to clean 15,000 dishes in an hour. 
This model is a chain conveyor type machine and is of unusually rugged con- 
struction. The machine is simple in design and easy to operate. Owing to the 
fact that floor space is usually at a premium in the kitchen of large hotels, 
hospitals, etc., its compactness makes it particularly desirable. The dishes pass 
through two rinsings. The final rinse is automatically turned on and off by the 
racks in passing so as to insure a minimum water consumption. All operating 
parts may be reached from the front of the machine so that the back may be 
placed against the wall. The machine is equipped with a 5 h.p. motor and a 
double chamber centrifugal pump with ring oiled outboard bearings. It is 
furnished in galvanized iron, copper or Monel metal; complete with motor, steam 
injector, 10 dish racks and five combination cup, glass and silver racks. 





There is now being built by the 
Edison Electric Appliance Co., Inc. 
5600 West Taylor street, Chicago, a 
small single deck bake oven with a 
capacity of twenty one-pound loaves. 
It can be furnished with or without 
automatic control, as desired. ‘The 
oven is so constructed that a special 
top deck can be added, and is finished 
in battleship gray and black japan 
trim. 





A single 7-inch cake electric waffle 
baker has been added to the line of 
appliances made by the Edison Elec- 
tric Appliance Co., Inc. It is so built 
that additional units can be purchased 
as needed and banked end to end with 
the first one. Top and bottom irons, 
each a separate unit, are controlled by 
separate three-heat switches, thus in- 
suring evenly browned waffles on both 
sides. 
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Surface Type 


Metal—Black—Gravity—Cat No. 373 
Metal—White—Gravit y—Cat. No. 374 














When requirements call 


for a good Annunciator 


at a low, price you can 
do no better than to fur- 
nish DEVEAU Gravity 
Drop Annunciator. 
First class construction 
throughout and _ excep- 
tionally well finished— 
furnished with standard 
markings numbered from 
1 up. 








Surface Lamp Type 
Surface Wood—Lamp 
1%-inch Units 
Cat. No. 457 


Surface Type 
Wood—Elec, Reset—Cat No. 25-R 
Metal—Elec. Reset—Cat. No. 25-RM 


and 








Removable 





DeVeau Circle Push 


Weighted 
Desk Type 
No. 4-C 


Base 


Cat. 


Felt-Covered 


Push 


Buttons 

















The DEVEAU Line of 
Push Buttons covers a 
wide variation of models 
and types covering Di- 
rectory and Circle Type 
and Locking Directory 
Push Buttons. Highest 
grade materials and 
workmanship — standard 
markings and finishes. 





DeVeau Directory Push 
Removable Weighted Felt-Cov- 
ered Base—Surface Wall 
or Desk Type 
Cat. No. 1-A 


Elevator Push 
Cat. No. 112 


Write for DeVeau 
Bulletin No. 117 


Surface Type 
Wood—Golden Oak—Gravity 
Cat. No. 372 

















When Electrical Reset 
Annunciators of the high- 
est class are demanded 
order DEVEAU Grade 
“A.” They are made for 
heavy duty service and 
have incurred = general 
favor due to their posi- 
tive, convenient and silent 
resetting feature. Very 
well finished standard 
markings from 1 up. 
Special markings on or- 
der. 














Midget Push 
Cat. No. 5-A 


= 

















MANUFACTURED BY 


The DeVEAU Bulletin 
No. 117 makes a most 
complete reference on 
Annunciators and Push 
Buttons—you need it. 

A postal card or phone 
message will bring it. 
Get in touch with us to 
day. 








STANLEY & PATTERSON 


INCORPORATED 
GENERAL OFFICES AND FACTORY 


250 West St., New York, U.S. A. 


(3 BLOCKS ABOVE FRANKLIN ST.) 
CABLE ADDRESS: “ELECLIGHT:” NEW YORK 
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New Electrical Products, Illustrated 
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Three things to look for in the 
fixture hanger with the red locknut 
are—strength, simplicity and econ- 
omy. There is nothing to assem- 
ble. The upright bar rides in a 
special-tempered _ steel saddle. 
There are no rivets or cotterpins 
to get lost. The “Republic” hang- 
er is guaranteed to give satisfac- 
tion, and is being marketed by the 
Republic Products Corporation, 2 
Kast Redwood avenue, Baltimore, 
Md. 








The “Autex” extension reel for 


electric light and power extension, 
recently perfected by the Cincinnati 
Specialty Mfg. Co., Inc., Cincinnati, 
Ohio, replaces all previous types 
this company has been manufactur- 
ing during the last few vears. This 
reel is quite an improvement over 
its previous products. 











Herewith are featured three products manufactured by Harvey Hubbell, Inc., 
Bridgeport, Conn. On the left is a 20-ampere flush receptacle, designed especially 


for three-wire work for 250 volt service. 


In the center is a polarized composition 


attachment plug providing a cap with one wide and one narrow blade, suitable 


for domestic or heavy duty. 


Some features of this plug are: 


Wide knurled 


edge; heavy blades; large cord hole and strong black composition body. The 
plug on the right was especially designed for attaching to motor-driven apparatus, 
the base being fitted with male contacts and the body with concealed contacts and 
crown top “Knostrain” bushing. This relieves the strain on the binding screws. 























The Groundulet Co., 86 Park 
place, Newark, N. J., has developed 
a fitting known as type A “Ground- 
it.” This type is suitable for ail 
usual grounding requirements. No 
ground wire is required with these 
fittings. ‘They are made from mal! 
leable iron and are guaranteed, and 
will be replaced in case they are 
found defective. 








The “Dim-a-lamp” is a_ utility 
lamp furnished with a separate plug, 
8% feet of cord and a socket. The 
lamp clamps, stands or hangs any- 
Where and in = addition 
changes of light. 


gives five 
It is being offered 


by the Wirt Co., 5221 Greene street, 
Germantown, Philadelphia. 











A new. standardized fixture for 
home, hotel, club or similar use, has 
been developed by the Edwin F. 
Guth Co., 2615 Washington avenue, 
St. Louis, Mo. The dense bowl re- 
duces brilliancy to a low value pro- 
viding a restful light. It is easy to 
clean without danger of breakage. 
Close ceiling mounting reduces pos- 
sibility of tampering and makes it 
available for low ceiling rooms. 
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DURABILT 
PRODUCTS 








Used by those 


Contractors 
who prefer Quality 
Products 














Made at Pawtucket, R. I. by the Tubular Woven Fabric Company 
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Jobbers! 


Independent Switch-Box Sup- 


porting Strips, and Lathe Holders 
will make you big profits! 





They are quickly and easily in- 
stalled. The design of these sup- 
ports prohibits the disalignment of 
the job once it is positioned. 


Independent Switch- Box Supporting 
Strips and Lathe Holders have exclusive 
features which put them far above any- 
thing on the market. Prices are right, 
too! 

This line is a time saver for the con- 
tractor and electrician and a money maker 
for the jobber. 


Send for jobbers’ proposition and prices. 






CE seat So Sencha 
Baal BS 
¢ 


Independent 
Stamping Company 


5938 Chene Street 


Detroit, Michigan 





New Trade Mark of the A. B. 
Division 

The new trade mark as shown at 

the left in the accompanying illustra- 

tion has been registered by the A. B. 


| division of the National Screw & Mfg. 









in order to permit the ready recog- 
nition of these A. B. products. 


The address of the A. B. division 
of the National Screw & Mfg. Co. is 
2440 East Seventy-fifth street, Cleve- 
land, Ohio. 








A. B. Division’s 








New Trade Mark 








| Co., and will be used either together 
with or instead of the former trade 
mark of the letters A B within a 
circle. It is somewhat interesting to 
note that the original has been em- 
| bodied within the new one thus in- 
suring continuity between the old and 
| the new trade mark. 

| The A. B. division of the National 
Screw & Mfg. Co. was formerly the 
Adams Bagnall Electric Co., which 
firm was absorbed by the National 
Screw & Mfg. Co. three years ago. 
They are makers of the “Abolite” (por- 





celain enameled steel reflectors) used 

















“POWERETS” 
CONDUIT FITTINGS 





Made in all types and sizes, 
neat in appearance, integral 
hubs, clean cut threads, per- 
fect alignment, and no break- 
age because all fittings subject 
to bending strains are made of 
malleable iron. 


Send for sample. 


MULTI ELECTRICAL 
MFG. CO. 


1848 W. 14th St. 
CHICAGO ILLINOIS 


in the lighting of factories, railroad 
yards, etc. They also manufacture a 
line of fractional horsepower motors 
from 14 to 14 horsepower and the 
revolving fans known as the “Gyro- 
fan.”. For some time all these prod- 
mark 


ucts have carried the new trade 





How to Get the Most Out of 
Your “B” Battery 

A demonstration board which 
graphically illustrated the factors af- 
fecting ““B” battery current drain at- 
tracted attention at the Philadelphia 
Radio Show, which closed November 
17. The same board was moved to 
Chicago for the show there, and went 
on to Boston for the Boston Show, 
December 3 to 8. The board was 
part of the exhibit of the National 
Carbon Co., and was manipulated by 
F. T. Bowditch, physicist. 

Just how much interest was shown 
in this battery demonstration may be 
imagined from the fact that the radio 
fans took away with them 20,000 
National Carbon Co. booklets describ- 
ing battery operation, during the time 
the show was on. And the fans liter- 
ally took them as the photograph 














Radio Fans Listening to Demonstration of “B’”’ Battery Practice 
Philadelphia Radio Show 












if 






at the 
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LIST 


Eight Inch Fan 





f 
FEATURES 


1. Blades full 8 inches, brass finish. 


2. Self-aligning bronze bearing—(cannot 


bind). 
3. Eight foot cord, Separable plug. 


4. “On and Off” Hart 
Toggle Switch (one speed) in base. 


and Hageman 


5. 2000 revolutions per minute, plenty of 
breeze. 


6. Housing pressed steel. Base polished 
cast iron, (no die castings to crack or 


break). 
Baked on black Japan finish. 


7. Sturdy pressed steel swivel joint, permits 
fan to be adjusted to any angle. 


8. Rubber feet, for table use. Base slotted 


for wall mounting. 


9. Generous size, self-lubricating oil wicks 
—no cups or springs. 


10. Runs smoothly and noiselessly. Few 
parts, nothing to get out of order. 


11. Universal motor runs on either AC or 
DC current—25 to 60 cycles, 110 volt. 
(Can be supplied for high voltages at 
slightly increased cost.) 





\. 


+) 





A 





wats NAL 





Last year orders were far in excess of 
production. 


This year with increased production 
orders are coming in fast. 


Signal quality—originality of design— 
and popular price will again find a ready 
demand with fan buyers. 


Send your order in to your jobber at 
once—do not miss sales by being out of 


stock. 


Here is a fan that will make money for 


you. 


Jobbers, Write for Discounts 


NAVE acs Mito 


S| 


Factory and 
General Offices 
Boston, 
Chicago, 
Minneapolis, 
Montreal, 


1970 Broadway 


New York, 
Pittsburgh, 
St. Louis, 
San Francisco, 


You’ll Find Our Local Address in Your Telephone Directory 


Menominee 
MICHIGAN 
Toronto, 
Philadelphia, 
Los Angeles. 
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The Waver that Act- 
ually Benefits the Hair 


Aside from its excellent waving fea- 


tures, its simplicity and compact- 
ness, the SAGE ELECTRIC 
STEAM HAIR WAVER actually 


benefits the health of the hair. 


Its small steam pads steam the hair 
—an excellent treatment, and they 
protect it from overheating, burn- 
ing breaking, the usual buga- 
boos of hair waving. 


or 


This feature means sales 
women who want a 
effect and with it want 


their hair preserved. 


for you to 
beautiful marcel 
the health of 


Write 


special 


immediately 
proposition. 


DEALERS: 


our 


The Sage Manufacturing Co. 
5713 Euclid Ave., Cleveland, O. 





Safety 
Frias, 
Cord and Steam- 
ing Pads are in- 
cluded in outfit. 




















White Frosting Solution 


smooth white frosted 


surface on any clear electric lamp 


Produces a 


by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
of a fraction of a 
Etch-O-Lite 


rapid and economical. 


utes, at a cost 


cent each. is clean, 
Safe to use 
—no harmful or acid effect on hands 


or clothing. 


Guaranteed 
Permanent - Heat Proof 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: 


Northern Electric Company. 





| distribution and_ publicity. 
past 
Watts 














shows. 


of 


closed 
with the announcement that the new 
booklet, “How to Get the Most Out 


Each demonstration 


Your ‘B’ Battery” might be had 


for the asking. 
The demonstration board stood at 
one side of the booth and was con- 


structed with a huge ammeter run- 


ning across the top. 


As Mr. 


Bow- 


ditch explained the effects on battery 
life of the number of tubes, “B”’ bat- 


tery voltage, use of a “C” battery, 


etc 


», the 


needle of the ammeter 


swung backward and forward across 


the 


est 


dial, clearly visible to the farth- 
corner of the crowd. 


* * * 


Frank Watts Joins Apex Or- 


ganization 


Frank E. Watts, nationally known 
figure in the electrical industry, has 


joined the organization of the Apex 


Electrical 


Distributing Co., Cleve- 


land, in the capacity cf director of 





For the 
Mr. 
the 


three and a_ half years, 


has been identified with 





Frank E. Watts 


Gage Publishing Co. of New York, 


first as assistant to the president, and 


later as 


editor of Electrical Record 


and editorial director of the Spanish 
publication, Klectricidad en America, 


In his connection with the Apex 


company, the work of Mr. Watts will 


be 


of a national character, as hereto- 


fore, and he will continue to be closely 


identified with the electrical industry. 
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MINGR AN \ 
Glass Insulators |= 


are best 
for 
Low and Medium 
Voltages, Because of 
their Durability, 
Efficiency, Low Cost 
and Uniformity. 
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the Professor— 


“Ttisa great 


thang to 
know that 
you cai de- 


pend on any 
particular in- 
dividual or 
product to 
accomplish a 
given 


pose” 
You Can Depend on 


Velvet Frost 


pur- 





Reg. U.S. Pat. Off. 
To Frost Lamps as they should be 
frosted. Ready to use in 2%, 5 and 


10 pound cans, marketed through the 
Jobber. 


McKAY COMPANY 


275 Water St., New York City 


Western Representatives: Atlantic-Pacific 
Sales Co., San Francisco, Calif. 


Canada: 


L. C. Barbeau & Co., Ltd. Montreal 
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“AUTEX” 


EXTENSION 
REEL 






Takes light 
where exten- 
gg Oe Cord locked 
at any desired 
point and re- 
\ wound = auto- 
matically on 
reel when not 
in use. Used 
in all places 
where wanted. 
sion of either 


light or power is required, 
eliminating the — inconve- 
nience and danger of loose 
cord extensions. Handled ex- 
clusively through jobbers. 
Let us give you our propo- 
sition. 


Approved by Underwriters. 


The Cincinnati Specialty 


Manufacturing Company, 
INCORPORATED 
1915-21 Powers St. 


CINCINNATI, OHIO 






















1 Or. VOU 
PATENTED 
Saves Most, Sells Best 


HREAD 


stall. 


it saves selling 
for you. 


ENAMELED 
METALS CO. 
Pittsburgh, Pa. 


PROTECTED Enameled 
Conduit reaches the job ready to in- 
Threads are clean, sharp and true. 
Eliminates revers- 
ing couplings and 
running dies over 


pipe ends. 
As re 
S. saves 
insta lla- 
tion time 


for the contractor, so 
time 
And it costs 
no more than ordinary 
enameled conduit. 
Saves most, sells best. 


| second prizes are 
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Boost ‘“‘Buss” To Win “Bus.”’ 


Hundreds of jobbers’ salesmen are 
awaiting announcement of the winners 
the Automobile Contest” 
ending 31, held by the 
Co., St. 
the Buss 
First 
a Ford coupe and 


in “Prize 
December 
Bussmann Manufacturing 
in connection with 


Sales Contest.” 


Louis, 


“Retail and 


| touring car, total value $1068.00. 


The awards will be made to the 
jobbers’ salesmen, not on their own 


efforts but on sales of Buss “Clamp- 


| o-Set” lamps made by their entrants 


namely, dealers and their men. No 
entry by the jobbers’ salesman was 
necessary, his name appearing on the 


| dealers entry card, insuring proper 
| credit. 


* * * 


Maximum Amplification Over 
Entire Wavelength Range 
Many desirable features are in- 
cluded in the Etherphone Broadcast 
Model 
and sold by the Radio Apparatus Co., 


Detroit. 


Receiver, RX1, manufactured 


Latest developments in the 


radio field have been from efforts to | 


make one tube perform the work of 


two. 

The Etherphone Broadcast Re- 
ceiver is an instrument of this type, 
using but a single tube. In it the 


tube does double duty, first amplify- 
ing the incoming signals at radio fre 
quencies, after which they are recti- 
fied, or detected, by a sensitive crystal. 
and then passed back through the 
at 
In an instrument of this 


same tube to be amplified audio 
frequencies. 
type the entire surface of the crystal 
is responsive, and adjustment is mere- 
ly the operation of finding the posi 
tions of maximum audibility. 

The outstanding feature of this set 
is a modification of the usual radio 
frequency coupling elements used in 
the plate circuit, whereby tuned cir- 


cuits permit maximum amplification | 


over the entire wavelength range of 
200 to 600 meters. 
larly desirable since no radio fre- 


This is particu- 


at 
maximum efficiency over the entire 


quency transformer can operate 
range of wavelengths now in use. 


An of 


transformer coupled reflex circuits is 


undesirable characteristic 
the tendency to set up an ear split- 
ting beat note on certain adjustments. 
This tendency has been overcome in 
the Etherphone by providing an ab- 
sorption circuit which will not per- 
mit the violent starting and stopping 


of oscilliations. Oscillations will oc- 


| 
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HIGHEST 
QUALITY 


Manefactured under 


license from the Patented 
Porcelain Appliance Feb. 3, 
Corp. 1920 


BRUNT TILE & PORCELAIN C0., 











UNT | 
PORCELAIN 





R 








Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


COLUMBUS, OHIO 




















“CENTRAL” 


Rigid Steel 
CONDUIT 


We have what every Jobber 
wants—a first-class product; 
large stocks for quick deliv 
eries and a policy that makes 
friends and builds business. 


“Central White” Conduit 
may be bent like a piece of 
soft annealed wire. The 
pipe and finish remain un- 
impaired—features exclu- 
sively “Central.” 





“Central White”—galvanized 
“Central Black’ — enameled 


Central Tube Co. 


PITTSBURGH, PA. 
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LLEN FLU 


NON-ACID-FOR-SODERING 








Five Forms 
Stick, Paste, Salts, Liquid, Oil. 
Alumi-Soder, Alumi-Flux, 


Your Dealers 

Want Reliable Merchandise 
It’s Up To You 

To See That They Get It 





2-oz. Size for Radio Work. 


TELL THEM ABOUT ALLEN NON- 
CORROSIVE SODERING PASTE. 


 @s Sopesine Src XK © 


MARES SOREBLAG- 
Acimnass 


pam FE BLE ™ 
¥ nnostt Saison caeetrarte mies 


Har-Comacerve “pom wassense 








UNCLE SAM SPECIFIES ‘“‘ALLEN” ON 


GOVERNMENT BIDS. 


Send for a Free Sample. 


© | BePEHHIIC. @ 


4586 N,. Lincoln St. Chicago, Il. 














GENERAL 
PORCELAIN CO. 


@ee US 
RADE 


Parkersburg (( P, Co W. Virginia 


ee 
Pat oft 






Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- | 
lators, Bushings, Electrical | 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











Every Business 


of censequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 





are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send fer 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


* The Joha B. Wiggins Company 
Hetablished 1857 
Hmgravers Plate Makers Die Embossers 


. h A 
105 Peoples Gas Bla. CHICAGO 


















| cur, but with the tuned plate circuit | 


they are easily controlled over the 
entire wavelength range. 
* * * 
Caffrey Now Manufacturers’ 
Agent 
Harry J. Caffrey, for 13 years with 
Manhattan Electrical Supply Co., 


New York, resigned October 1, and 
opened an office at 51 East Forty- 
second street, as a manufacturers’ 
agent. 


in 1910 as a salesman. After four 
years he was promoted to branch 
manager of the Harlem store on West 
125th street. Four years later he was 
made district manager of the New 
England States, operating from Bos- 
ton with a corps of five salesmen. 
Harry knows all the jobbers in New 
England, as well as the Metropolitan 
District and is well liked by them. 
He is open for additional good lines. 
* * * 


Manufacturer Suffers 

Fire Loss 

The Electric Equipment & Mfg. 
Co., Toledo, Ohio, suffered a loss by 
fire when its warehouse at 1130 Cham- 
plain street burned on December 12. 
Shipments will be made from the 
Indiana factory, however, until such 
time as the damage can be repaired, 
time early in January, when 
will be resumed from 


Toledo 


some 
shipments 
Toledo. 
The company also states, in con- 
nection with rumors that have been 
current, that it is not being sued on 


account of patent infringement. 

















Can this be a “Brown’s” post mortem? 
At any rate it was taken at French Lick 
Springs, Ind., during the N. E. L. A. meet- 
ing in September. A (lways) S (ervice) 
McCloy, manager National Metal Molding 
Co., J. H. Gleason, Western Electric Co., 
and T. J. Rider, Jr., manager Sunbeam 
Lamp Department, Western Electric Co., 
Chicago. 


Mr. Caffrey started with Manhattan 





| For 
“Super-Quality” 
Wiring 
WiREMOLD 
CONDUIT 


For 
Surface Wiring 








wt >|) 
Original 

! Coil-to-a-Box 

Guaranteed Loom 





American Wiremold Co. 
HARTFORD, CONN. 














YAGER’S 


= 
Soldering Flux 
1873-1923 

Standard uae a pacange , Keeps 
dry and granular in new style con- 
rev Mn Non-corrosive. See that your 
dealer has sufficient stock. 
This is our Semi-Centennial year. 
ASK them to buy YAGER’S SOLDERING 
PASTE. A a safe and = =. wens 

house 80 prepa 

To *quete the ceeka Wo teenth it by MAIL 
in three sizes of the familiar blue and white 
cans: 2 0o2., % Ib. and 1 Ib. 


ALEX. R. BENSON CO., 
Hudson, N. Y. 
oe of distributors see McRae’s 1923 Blue 
ook, 


Inc. 











Pe erless 


AIR - BLAST 


FANS 


A dealer merchandis- 
ing plan with a 
punch—built around 
that big Peerless fan 
feature, the air-blast 
blade. 


Write us for details. 





THE PEERLESS 
ELECTRIC CO. 


Warren, Ohio 
SS AEST IIR 
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oO- 
~OUNG srown.oMS 


RIGID STEEL 
CONDUIT anb FITTINGS 


The Steelduct Company 


Youngstown, Ohio 

















PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








Complete Service 





INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 


Successors To 





! 
| 
| 


| 





| railroad and 





| The Efficinecy Electric Co. 





Wrigley for Quality 


HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge steel. 

Can be put through smaller holes 
than average toggle bolt. 

First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman 8t., Ohicago, Til. 























Herr, President of Electrical 
Manufacturers’ Club 
E. M. Herr, president of the West- 


| inghouse Electric and Manufacturing 


Co.,was elected president of the Elec- 
trical Manufacturers’ Club at a meet- 
ing of that organization held recently 
in Hot Springs, Va. The organiza- 
tion is composed of the higher officials 
of electrical manufacturing concerns 
for the purpose of advancing the elec- 
trical industry. 

Mr. Herr, a prominent figure in 
electrical circles, has 
been president of the Westinghouse 
Electric and Manufacturing Co. for 
the past 12 years. He was first as- 
sociated with the Westinghouse indus- 
tries as assistant general manager of 
the Westinghouse Air Brake Co. in 


1898. 


* * oa 


Gorham Will Direct A B C 
Sales 


Announcement is made by Altorfer 
Brothers Co., of Peoria, Il]., manu- 
facturers of A B C washing and iron- 
ing machines, of the appointment of 
R. W. Gorham as sales manager, ef- 
fective Nov. 1, 1923. 

Mr. Gorham brings to his new 
position a background of wide experi- 
ence covering association with A BC 
products for the last three years, as 
well as his former experience as sales 
manager of some of the largest com- 
panies of their kind in the East and 
Middle-west. He is, therefore, well 
fitted for his present position and his 
many friends in the industry will con- 
gratulate him on this new responsibil- 
ity. 

+ 


* * 


Ajax in New Location 
The Ajax Electric Specialty Co., 
St. Louis, has moved its office and 
factory from 1011 Market street to 
1227 Chestnut street, where it is bet- 


ter equipped to manufacture its line | 


of wiring devices and radio specialties. 
The new 


facilities, and in addition, room for 
further expansion. 
* *& 


Smith Will Represent The R. | 


Mitchell Co. 


F. G. Smith, formerly with the | 


General Electric Co., Chicago office, 
and who is well known to the job- 
bing trade, recently joined the R. 
Mitchell Co., of Boston, as special 
representative covering all territory 
east of the Rocky mountains. 


location provides greater | 





Dongan Electric Manufacturing Co, 
BELL RINGING & RADIO TRANSFORMERS 





Detroit. Mich 





CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minnesota 

















POLES 


PLAIN OR TREATED 


NATIONAL POLE C0. 


Escanaba, Mich. 
220 Broadway, 2844 Summit St., 
New York Toledo, O. 
Rialto Bldg., 


San Francisco, Calif. 
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ae 
i 


| BELL Lt GBERCO.| 
MINNEAPOLIS, MINN.-*=*" 


= CEDA POLES #2 


NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 


SEND FOR BOoKLE ET z com TAINING? 
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Cleaning 


The articles to be galvanized must first be cleaned of all surface scale, 
rust and other foreign matter. This is done by pickling the articles in 
a weak solution of sulphuric acid, or they may be cleaned by tumbling 
or sand blasting. 


The Galvanizing Process 


\fter the articles have been cleaned, they are treated with a muriatic 
acid flux and then dipped in ‘the melted zinc. This zinc is kept at a 
unitorm temperature, which is pre-determined accordin7 to the size and 
nature of the articles to be galvanized. The articles are allowed to re- 
main in this zine until they have reached the same temperature as the 
molten metal. They are then withdrawn, given a sal-ammoniac flux 
treatment and re-immersed in the metal. The surface of the metal is 
then skimmed back clean, the articles removed, given a vigorous shak- 
ing or tumbling to remove the excess spelter, and allowed to cool. 


The Coating 


\ study of the coating put on by the hot-dip process shows thar it 
consists of two parts. An outside coatinz of pure zinc and a laver of 
zinc-iron alloy, formed by the action of the hot zinc in contact with the 
Ny 

The thickness of this zinc-iron alloy and the density of the zinc 
coating absolutely determines the rust resisting qualities or the life of 
the coating. And the bond between the zinc and iron is also governed 
by the zinc-iron alloy, the thicker the alloy, the more firmly the zinc 
idheres to the iron. 

Further scientific research has established the principle that the longer 
the articles remain in contact with the molten zine the thicker the alloy 
formed 


Advantages of the Double-Dip 


Since the protective qualities of the coating depends on the density of 
the coating and the thickness of the zinc-iron alloy, it will be seen that 
the double-dip process provides both these essential qualities. 

The action of the second flux, a dry powder, when thrown against the 
hot articles causes an action which brings to the surface small par- 
ticles of foreign matter and causes the zinc to flow freely, completely 
sealing all pores, covering all bare spots and making a dense non-por- 
ous coating. As the articles are given a second dip, the foreign particles 
brought to the surface are carried away and the thickness of the zinc- 
iron alloy is increased in proportion to the additional length of time 
required for the double-dip. 

From a scientific standpoint the added value of the double-dip is ap- 
parent. From the practical side, twenty years’ service on the line is 
added proof of this process which has been practiced by Hubbard & 
Company since entering the line material field and has had no small 
part in building up the reputation of Hubbard quality. As long as the 
only claim for single-dip galvanizing is lower cost, Hubbard & Com- 


pany will continue its rigid unvarving use of the double-dip hot process. 


HUBBARD & COMPANY 
PITTSBURGH $: CHICAGO 
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When § ready 
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(3) @4 Radio Batteries 


~they last longer 











One of a series of Eveready Radio Battery advertise- 


ments now appearing in leading national publications. 


Reducing Sales Resistance for You 


Millions of radio owners and prospects, readers of newspapers 
and magazines, are being continuously bombarded with Eveready 
Radio Battery advertising. Unless they stop reading, they can’t 
escape the Eveready story. Eveready advertising is making it 
easier every day for you to sell Eveready Radio Batteries to 
your trade. 


NATIONAL CARBON COMPANY, Inc., New York and San Francisco 


Headquarters for Radio Battery Information 


CANADIAN NATIONAL CARBON CO., Limit Factory and Office 
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Here's A Sales-Wallop 
That’sAKnocKkout,].S. 


eg HIS business of making and selling electrical appliances has 

~/ more thrills than the recent Dempsey-Firpo argument. Every 

day’s achievement a spur toa bigger tomorrow—every new 

dealer a challenge to better service. Someone once said 

‘‘Nothing succeeds like success.’’ Thisis true. But ‘‘Nothing 

succeeds like SERVICE”’ is better, because service is the basis of suc- 
cess and success keeps a cash register from gathering cobwebs. 


Hold-Heet Appliances, through their ability to serve both dealer and 
consumer well, have won the industry’s biggest prize. Wrap your 
mind around the following sales-wallop Pelt awhile. 





We Make More Pieces Of Electrically Heated 
Merchandise Than Any Other Manutacturer In 








The World—HOLD-HEET 


Yes, andthe proot is right handy. Hf that statement with ali that it implies does not start 
an agitation in your order book then the dealer you teli it to is about as live as King 
Tut. The fact that Hold-Heet, starting from nothing with nothing, has passed the field 
in number of sales in less than ten years can mean but one thing, viz., Hold-Heet Ap- 
pliances are wanted by more people, more times than any competing line on the market. 
And that is the line for you to push—it is the line for your dealer-customers to sell. 
Hold-Heet has proved that it is not a comer—it is right here today, N-O-W! 





The sale of Hold-Heet Appliances is cumulative. They render such splendid service 
to the consumer that the most vaiuable advertising in the world—word of mouth—is 
generated in ever-increasing volume. The mounting sales of the latest addition to the 
line—the Hold-Heet Flatiron—is proot of this. Yet we are putting a powerful cam- 
paign in the Saturday Evening Post behind this item—to help you and your customers 


sell easier and in bigger volume. 
Swim With The Tide 
Sell “HOLD HEET” 


You will tind it a lot easier and more profitable. Tell the boss, J. S., that you 
want to sell the line the people obviously want most—Hold-Heet. It means 
money to you and money to him. <A line from either or both of you will 
bring a budget of facts which will surely prove that Hold-Heet is the dealer’s 
biggest appliance opportunity for 1924. Write us now. 


RUSSELL ELECTRIC COMPANY 


The Worlild’s Largest Manufacturers 
of Elecirically Heated Merchandise 


340 W. Huron St. Chicago, U. S. A. 















